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The Woman Who 
Buys Silver 


is likely to become a permanent customer. Do you 
realize how many women go to the store where they 
know they can get 


1847 ROGERS BROS. 


‘*Silver Plate that Wears’’ 


Does your window or your local advertising tell 
them that you carry this ware? 


Write for illustrated circular 1245-H, describing 
our advertising and display helps. 


INTERNATIONAL SILVER CO. 


Successor to MERIDEN BRITANNIA CO. 
MERIDEN, CONN. 
49-51 West 34th Street—NEW YORK—9-19 Maiden Lane 


5 North Wabash Avenue, CHICAGO 
150 Post Street, SAN FRANCISCO 
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Two hundred and sixty of the five hundred Commerical 
Club members are farmers 


chase his supplies, crossed that line he seemed to 
enter foreign environment—something developed 
for the good of the city man alone; and strongly im- 
pregnated with the expression, “Every man for 
himself, and devil take the hindmost.” And it is 
but fair to add that the farmer, as keen for his 
own good as any merchant, took care to see that he 
was not the “hindmost.” That his action has not 
developed any good for the small towns is a fact 
which any student of conditions will readily admit. 

The first step taken, therefore, by the Trenton 
Commercial Club in the application of the new 
principle was to eliminate this barrier. To do this 
it was decided to make the farmers actual citizens 
of the township and to realize this by making them 
members of, and workers in, the Commercial Club. 
The membership of 150 was divided into two teams 
and a campaign was begun. When it ended 450 
plates were served at the greatest banquet for mem- 
bers the club had ever held, or ever expected to. 
The natural growth of the club has now placed this 
total at 500, more than half of which is composed 
of the progressive farmers of Grundy county. The 
vice-president of the club is a farmer; two of the 
directors are farmers. The population of Trenton 
expanded almost overnight from 7000 to 20,000. Its 
citizens are going “down town” whether they walk 
two blocks or drive ten miles. It is worthy of note, 
too, that even through the winter farmers come 
miles “down town” to attend either the weekly busi- 
ness, or the monthly social, meetings. 


How the Roads of Grundy County Were Worked 


If the movement had gone no further than the 
mere extension of membership it would have re- 
mained still a theory and not a plan of demon- 
strated practicability. There was much work to 
be done and the first phase to which attention was 
directed was the matter of good roads. Now there 
have been good roads movements for years, booster 
meetings have been held, the value of good roads 
preached incessantly to the farmer, and to some ad- 
vantage, but by no means as effective as the way 
they do things in Trenton. These people had their 
“Good Roads” day, too, but they did not content 
themselves with offering advice to the farmers, and 
expressing approval of their efforts. On the “Good 
Roads” day in this town every business house was 
closed. The down-town population went out to see 
the country population. Bankers and merchants 
shed their coats and worked alongside of the farmer 
members. They did not seek the task of oversee- 
ing the work. They went out for action—and got 
it. Further than this they got results; it was a 
demonstration of co-operation which could not help 
being impressive. 


On another occasion there was a bad stretch of 
road which could be remedied by purchasing a 
new right-of-way for about a quarter of a mile and 
making it into a road. The Commercial Club pro- 
cured the right-of-way; the business men went out 
and made the new road. 

Not long after the “Trenton Idea’ Commercial 
Club had been launched some farmers were found 
visiting the various merchants with a petition for 
a bridge in one part of the county. Under the law 
in that section when a community raises a certain 
sum of money for bridge construction public funds 
are available for the balance. So the signing of the 
petition meant the contribution of whatever sum 
the merchant felt inclined to give; and the farmers 
were asking them, “What are you fellows going to 
do about this bridge?” Mr. Witten stopped the 
petition. Also the expression “you fellows.” “You 
mean WE,” he said to the man who approached 
him. “You stop going around here with that peti-. 
tion. Come up to our club meeting tonight and 
we will see what can be done.” 

The farmers accepted the invitation. They were 
told to go home and raise what they could and 
come back. When this was done the Commercial 
Club supplied the amount which was lacking. Of 
course, the news spread, as such news will in rural 
communities, and a delegation from another part 
of the county came to find out about it. They were 
given the same instructions and treated just as the 
first group were. Shortly afterward a third dele- 
gation was similarly handled. Then some became 
afraid there would not be enough public money to 
go around. Each of the three communities wanted 
to present its petition first. “Not on your life,” 
said Mr. Witten, “‘we will rise or fall together.” 
At the proper time the three delegations, augmented 
by a fourth composed of Trenton merchants, went 
before the county court with the petitions, and all 
three were granted. Those three steel bridges 
have just been completed. It is said that they are 
the first steel bridges built in that county in fif- 
teen years. 

And with the accomplishment of this task passed 
the expression of “You fellows.” Today it is “we” 
in Trenton whether the active member living 17 
miles from town or one of the merchants is speak- 
ing. Through the efforts of the club more than 

















Ready for the road. F. E. Longmire, the club’s farm 
expert, starting on a trip to save the hogs of a farmer 
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Building good roaas in Grundy county 


5000 Ib. of road drag irons have been distributed 
without cost to the farmers. 


Entertaining the St. Joseph Commercial Club 


Thus far we have related only how closer rela- 
tions were fostered between the men. The scope of 
the idea is far wider than that. Last summer pic- 
nics and church suppers were held at various points 
in the county. Forty to fifty machines would leave 
Trenton with the merchants and their wives to at- 
tend such affairs. While the men discussed better 
corn, better stock and other topics of interest their 
wives were finding that they had many things in 
common. They were carrying out the slogan of the 
club; they were getting acquainted, and they did 
find that they liked these new neighbors. 

A delegation from the Commercial Club of St. 
Joseph, Mo., visited Trenton. Ordinarily they 
would have been met by a delegation headed by the 
mayor and composed of the leading bankers and 
merchants, whisked about the principal residence 
and business streets in automobiles, taken to some 
hotel for a 50-cent luncheon, and filled with “hot 
air” about the wonderful possibilities of the town 
as a future manufacturing center. 

An entirely different procedure was followed in 
Trenton. Word was passed among the farmers and 
on the day wagons and buggies traversed miles of 
the good roads in Grundy county leading to Tren- 
ton. In them were the farmers and their wives, 
and, by no means to be overlooked, tubs and baskets 
overflowing with fried chicken and other good 
things prepared as only the wife of a farmer knows 
how to prepare them. When the feast was spread 
the bankers of St. Joseph sat alongside the farm- 
ers of Grundy county and enjoyed one of the most 
unique, entertaining and beneficial receptions they 
had ever been tendered. 


Expert Assistance to Farmers Without Cost 


As indicated by the remarks of President Wit- 
ten, previously quoted, this community believes 
every 160 acres in the county is a big manufactur- 
ing plant, partially developed. To increase the 
production of the plants it was decided that a farm 
expert should be employed. Public funds were not 
available for the purpose, so the Commercial Club 
employed a farm expert on its own account. Later 
arrangements were made to have this adviser teach 
agriculture in the high school of the town, thus 
helping to share the expense of his salary. 

The farmer of the old school is inclined to scoff 
at the “book farmer” generally, so the task set be- 
fore F. E. Longmire was no easy one. When he 
began to get acquainted with the farmers it re- 
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quired considerable tact to enable him to be of as- 
sistance. All of his time out of school hours was 
spent riding through the country on a motorcycle 
and meeting the citizens. In many cases he dared 
not reveal his name or business at the outset, ‘sim- 
ply making a friend of the man he was talking to, 
and showing him in conversation that he knew some- 
thing of the problems of the farmer and of newer 
methods which would produce results. In this way 
he gained the confidence of the men he was to help 
and the demands for his service are growing faster 
each season. 

Last year when thousands of dollars were being 
lost to farmers from epidemics of hog cholera those 
living in Grundy county were especially fortunate. 
A ’phone call would bring the farm adviser to any 
part of the county for the purpose of vaccinating 
the hogs. For this service no charge was made 
other than the actual cost of the serum. It is re- 
lated that one farmer, especially averse to the prod- 
ucts of agricultural colleges, and who had been hard 
for Mr. Longmire to win over, ’phoned one day that 
some of his hogs were sick and he wanted the herd 
vaccinated. The following morning the motor 
cycle chugged up to this farmer’s house before he 
had eaten his breakfast. Needless to say he was 
surprised. This was a new brand of “book farmer” 
to him. 


Preparing the Next Generation for Progress 


The good accomplished by giving farmers expert 
advice is probably small compared with that which 
is being done in the schools. Since Mr. Longmire 
has been employed the course in agriculture in the 
high school has been raised until it now ranks 
among the first of the schools of the state. The 
pupils are given both practical and theoretical 
work. During good weather the class will walk for 
several miles to various farms for the purpose of 
judging stock or doing work in the field. This in- 
struction, coupled with that given in the class room 
is educating the next generation of farmers in that 
county to the best methods that can be used. More 
than this it is getting next to the heart of the 
farmer in a way that would be impossible other- 
wise. The influence of the sons in getting parents 
to adopt good farming methods will accomplish re- 
sults where every other effort has failed. 

Prominent in the work which has been done along 
these lines is the promotion of extensive seed test- 
ing. The club this year gave large quantities of 
“X rag doll’ seed corn testers to the farmers who 
wished to use them. In the schools seed testing is 
an important part of the work. The pupils are 
taught how to make the tests, and have the value 

















Fifteen of these concrete culverts were built in Grundy 
county through the co-operation of the Trenton 
Commercial Club 
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Seed testing in the Trenton High School 


of such work so thoroughly instilled into them that 
when they take up their life work it is sure to mean 
better crops, and greater prosperity for the com- 
munity. 

Recently a junior department has been added to 
the Commercial Club and the sons of the farmers 
are joining readily. As the younger men are easier 
to handle and instruct it is easy to forecast that 
present visible results will be totally eclipsed by 
the accomplishments of the future. 

Reviewing these facts the commercial mind in- 
stantly attempts to appraise their monetary value. 
Strange to say the merchants of Trenton do not 
seem to consider this feature except in a general 
way. They express the feeling that what helps the 
country is sure to help the town; if they can draw 


the residents of the country closer to the town 
through actual service, through genuine friendship, 
then the town is going to prosper. 

We leaned across the counter in one of the stores 
and whispered to a merchant a question which had 
repeatedly occurred to us since we had been study- 
ing this uplift movement. “Oh,” he answered, “we 
never discuss that. We know we have made prog- 
ress along those lines but have never attempted to 
ascertain just how much has been done. The freight 
agents could possibly tell you.” 

And so we went to the freight depots. And the 
result of the investigation showed that since the 
“Trenton Idea” had been put to work shipments 
from two Chicago houses had decreased more than 
25 per cent. 








RANKL IN a JCFFERSON 
WASHIN MADISON - JACKSON 





AIBERTY LINCOLR: 
Tso ge HARRISON 


a We 
oY m2 “» Pe 


i 











Corn Club show at Trenton. The Commercial Club has been prominent in promoting them 
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SUGGESTIONS FOR SPRING “CLEAN UP” CAMPAIGNS 








For flower garden 
9g 8 For home beautification 


Effective with pergolas 
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This is the season when home owners are 

interested in beautification of their property. 

On this page are given a number of sugges- 

0 tions in illustrations for making capital out 
icnaintiecllaceciapaitines . of this “clean-up” movement. Cemeteries, 
parks, factories and home owners are all pros- 

pects of the hardware merchant for ornamental 

fencing, flower guards and similar beautifying 


helps. 
Photographs by courtesy of Wright 
Wire Company, Worcester, Mass. 
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CURRENT EVENTS AS SEEN BY CARTOONISTS 
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COMPARATIVELY QUIET IN MEXICO. 








VASHINGTON STAR 








FRACTIOUS. 





























Pirrssure Gazetre TIMES 











THE MEXICAN SITUATION 
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‘‘To Have and To Hold.’’ 
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Old Nursery Rhyme Up-to-date 
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RAILROAD VICTORY PREDICTED 


President Wilson Said to Favor Freight Rate Increase 
By A. A. CHENAY 


ASHINGTON, 
April 5.—The ac- 
tion of President 
Wilson in insist- 
ing upon the con- 
firmation of Win- 
throp M. Daniels 
as Interstate Com- 
merce Commis- 
sioner to fill the 
vacancy caused by the retirement 
of Commissioner Prouty is regard- 
ed, in political and business circles 
of the Capital, as significant of 
the attitude that is coming to be 
taken by the White House in the 
matter of Federal regulation of in- 
terstate common carriers. 


This action of the President is 
seen to be in line with information 
of the last few months that the 
chief executive of the nation is not 
in sympathy with the policy of 
constant attack upon the railroads, 
and that he has favored the grant- 
ing by the commission of a rea- 
sonable increase of freight rates 
to the Eastern roads. 


Although President Wilson has 
been careful to avoid the appear- 
ance of seeking to influence the 
Interstate Commerce Commission 
as to its decision in the so-called 
® per cent rate cases, it is an open 
secret that his friends and prin- 
cipal advisers are convinced that 
the increase must be granted if 
the roads are to successfully cope 
with the situation that is in front 
of them. 


The confirmation of Mr. Daniels, 
besides being a victory for the 
President, is regarded as a victory 
for those leaders of the party de- 
sirous of seeing the railroads, and 
other interstate carriers, given 
what they declare to be but a fair 











fought confirmation that the for- 
mer New Jersey Public Utilities 
head leaned too strongly to the side 
of the carrier corporations in his 
recent state activities. 

The arguments of the presidents 
of four of the leading railroads of 
the country before the commission 
last week were strong in setting 
forth facts and figures calling for 
some means to immediately in- 
crease their net revenues. The gen- 
eral impression was that a good 
case had been made out. 

Action upon the application with- 
in a month is forecasted as a result 
of the decision of the commission 
to hear final arguments on the main 
case April 27. 

It has been agreed to decide first 
whether present revenues are in- 
adequate and additional income is 
necessary, and to leave the collat- 
eral issues, such as free delivery, 
storage and switching, for later 
consideration. 

Chairman Harlan has announced 
that if the commission decides the 
roads have established the neces- 
sity for additional revenue, it would 
proceed immediately to determine 
how such income should be raised. 

The decision is looked upon as a 
victory by counsel for the carriers. 
It is generally believed to fore- 
shadow an affirmative ruling in the 
near future. 


ROWING out of the controversy 
surrounding the confirmation 

of Mr. Daniels as Interstate Com- 
merce Commissioner, Senator La- 
Follette, one of the radical oppo- 
nents of the President’s appointee, 
has aroused a great deal of interest 
by the introduction of a bill for the 
purpose of preventing attempts to 
influence the action of the commis- 





show in working out the economic 
problems confronting the country. 


A recent snapshot of President Wil- 
son, who is the center of a bitter fight 
on the Panama canal tolls question. 


sion, except under the rules and 
regulations which may be promul- 


At the same time, this trend 
away from radicalism, however 
slight it may be in itself, will, it 
is believed, operate to restore confidence in the busi- 
ness world, which was growing fearful that the rail- 
roads were in for another era of oppressive legisla- 
tion. 

If there is to be any politics involved in the rate 
question, the President’s strong approval of Mr. 
Daniels is today regarded as quite plainly indicat- 
ing that he will not be averse to taking a hand in 
the controversy; that he stands for fair treatment 
of the railroads, and will not join in attempts to be- 
labor them simply because they happen to belong 
to the corporation class of institutions. 

Opposition to Mr. Daniels was waged by radical 
influences in the Senate, based upon his alleged con- 
servatism in dealing with the railroad situation in 
New Jersey. It is charged by those Senators who 


(Photo by G. V. Buck, from Under- 
wood & Underwood.) 
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gated by that body. 

Senator LaFollette’s bill is dras- 
tic in its provisions. It would pro- 
hibit any person from attempting to influence the 
members of the commission by writing to them, or 
by writing or sending to the commission or any 
member thereof any letter or any written or printed 
communication, circular, or paper, or by writing or 
printing or circulating any communication, matter 
or thing addressed to the commission or any mem- 
ber thereof. The penalty for violation is to be fine 
or imprisonment or both. 


DELAY in the enactment of the anti-trust pro- 
gram is considered likely as a result of the 

plan, said to be agreed upon by party leaders, to 
take up some sort of rural credit bill for considera- 
tion at this session. It is understood to be the 
purpose to procure action on the rural credit meas- 


(Continued on page 84) 























“The Assistant Manager” 


Tells About the Biggest Little Store in New York 


By “THE ASSISTANT MANAGER” 


business is transacted over those 25 sq. ft. 

of floor space than in any similar space in 
the retail hardware world. Some live wire, with 
the concentration bee working, may talk me out 
of that statement, but if so, I shall fall back on 
the statement that more goods are displayed in 
this same space than in any similar sized office in 
the world. 

When Kohlmeier built his office, he surrounded 
a desk 24 x 36 in. and two small chairs. The desk, 
like the office, to quote this hustling hardware mer- 
chant, is big enough to transact all business quickly 
and too small to allow the accumulation of work or 
rubbish. 

Not only is this office a record breaker in size 
but in the many things it accomplishes. To begin 
with, the little 5 x 5 floor is about 4 ft. above the 
store floor and in this space neat drawers are fitted 


K OHLMEIER’S office is 5 ft. square and more 


to hold surplus advertising material. In addition 
to the desk and chairs already mentioned, this office 
is equipped with an outgoing telephone which is 
not listed in the telephone books and with an in- 
coming ’phone which is regularly listed.: This keeps 
a ’phone open for emergencies, and the number of 
this special ’phone is given to customers who order 
frequently over the wire. This miniature office is 
also equipped with an electric fan, a ventilator, an 
electric light, a thermometer and a steam gauge. 
The gauge is connected with the heating plant in 
the basement. It is a sample of a common seller; 
the electric fan is another sample; the ventilator 
is a white-enamel gem from regular stock, and the 
metal ceiling a standard pattern sold in quantities. 
These are liberal working samples for so small an 
office, but Kohlmeier only started when he got this 
far. 

The walls of that little office are made of win- 
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The front of J. M. Kohlmeier’s New York City hardware store 
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J. M. Kohlmeier’s 5x5x7 foot office 


dows—twenty-five of them in all. These windows 
display in working order transom lifters and sash 
centers manufactured by Sargent & Company, Yale 
& Towne, Penn Hardware, Corbin, Reading and 
Lord & Burnham. Some of these windows are 
hinged on top, some on the bottom and some are 
hung from the center. Two windows alongside 
each other are worked with one lifter, and in an- 
other place, with one window over the other, the 
same double work is given another popular sash 
lift. 

One of the windows is hung with Caldwell’s sash 
balance. A Pullman ventilator is demonstrated, 
and both felt and metal weatherstrip is being used. 
One astral window is hung in the center with two 
metal arms, which throw the top window out from 
the bottom, to prevent snow and rain from coming 
in. The open bottom sash gives proper ventilation 
with no drafts. This same contrivance permits a 
turning of the windows inside out, which is a big 
advantage in washing them in high buildings. 
There are two French windows, one hung with 
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Kohlmeier’s office from the front 


Stanley loose pin butts and the other with non- 
visible hinges. They are locked with Sargent 
Prenmore bolts. 

Another window is hung with Schroeder wrought 
steel hangers and fasteners for storm sash and 
window screen. The door of this office is fitted 
with a Keilshon lever handle, a Montrose lock, a 
cabin door hook and a Sargent check. 

All this has happened in a 5 x 5-foot space—a 
concentrated demonstration of such hardware as 
carpenters are often unable to adjust properly on 
first trial. These windows give a clear view of the 
salesroom and at the same time sample the various 
kinds of glass sold by this progressive merchant. 

Who is J. M. Kohlmeier? No one in New York 
will ask, but to hardware men outside the big cen- 
ter he is the former president of the Manhattan and 
Bronx Hardware Dealers’ Association and one of 
the hardest worked, biggest hearted, most able 
hardware men in New York City. Kohlmeier says 
“Too many men knock New York—too many men 
who owe this city for their living seem to be 
ashamed of it—too many men think so hard about 
the evil things always occurring in such a great 
center that they forget the great good done in this 
town. _New York.is my home town and I am proud 
of it. The only thing that troubles me is that rents 
are high and I have two uses for every square inch 
in this hardware store. What do I carry in stock? 
Well, the sign says everything from a needle to an 
anchor, and we have never been caught. Had a 

















Swinging panels show screens and nettings very effectively in Kohlmeier’s New York City store 
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A permanent pipe fitting display im 
one of J. M. Kohlmeier’s windows 


narrow escape, however, the other 
day. An old fellow hobbled in here 
and asked for a pair of spectacles. 
Mine were a little off for my eyes, 
so I took ’em off and said, ‘Here 
you are, sir.’ He tried them on, 
saw better and paid 75 cents for 
them.” 

“You’re an optimist,” I said, as 
Kohlmeier said he looked for great 
business this year. “Sure,” he re- 


plied, “optimism at a dollar an 
ounce is cheaper than pessimism at 
3 cents a ton.” 

‘How do you impart that feeling 
to the trade?” I asked. 

“Partly by example and partly by 
that stool you are sitting on,” was 
the ready reply. 

I was seated on one of the row 
of stationary stools in front of the 
counter, and as I grinned apprecia- 
tion, he continued, “When I put 
those stools in the traveling men 
kidded me about my quick-lunch 
counter, but I notice my customers 
fret less and wait their turn on 
busy days with decidedly more com- 
fort, and it’s easier to sell comfort- 
able people than it is the fidgety 
kind.” 

J. M. Kohlmeier has been in busi- 
ness in New York for many years 
—first in the tea and coffee busi- 
ness, where the premium end gave 
him a taste for hardware that has 
only been satisfied by the splendid 
stock with which he has surrounded 
himself. 

He is a crank on just one subject 
and that is window displays. His 
displays are changed every two 
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Homemade vise rack in Kohlmeier’s 
New York store 


2 
weeks and he shows the greatest 
number of items possible in every 
window. 


LETTING “GEORGE DO IT” AND ITS RESULTS 


EORGE W. FINNEGAN works 
for Geo. L. Starks & Co., of 
Saranac Lake, N. Y., and in their 
case its all O. K. to “let George 
do it.” George’s latest is repro- 
duced. A window display with nine 
hundred tools in it is some display, 


and when there is a $5 prize coupled 
up to such a display for the per- 
son who can count nearest the 
number of tools in it -you can 
pretty nearly bank ona sidewalk 
blockade and a line of local com- 
ment that will lift the stcre out 


of that class known as “dead ones.” 

This window is 20 feet long and 
7 feet deep. Beaver board was 
used for the construction of the 
panels in the background. The 
material cost was $10, which with 
the prize money totaled $15. 
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The window display that George W. Finnegan trimmed for George L. Starks & Co. 
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FOLEY STIRS N. Y. ASSOCIATION 


New York State Secretary Criticised by Metropolitan Hardware Officials 


WARE AGE there appeared a 

letter from Secretary John B. 
Foley of the New York State As- 
sociation openly criticising the 
Pennsylvania and Atlantic Sea- 
board Hardware Association for 
what Mr. Foley characterized as 
‘‘a despicable attempt by the 
Pennsylvania association to usurp 
the rights of another state associa- 
tion.” This letter of Mr. Foley’s 
has brought forth indignant replies 
from the officials of the Metropol- 
itan Hardware Association, which, 
next to the Pennsylvania associa- 
tion, is most directly concerned in 
the matters covered in Mr. Foley’s 
letter to HARDWARE AGE. 

The Hardware and Supply Deal- 
ers’ Association of Manhattan and 
the Bronx sends to HARDWARE AGE 
for publication the following, which 
is a copy of a letter mailed direct to 
Secretary Foley: 


iw the April 2 issue of HARD- 


April 2, 1914. 
Mr. John B. Foley, Secretary of the 
New York State Retail Hardware 
Dealers’ Association, 602 Kirk 
Building, Syracuse, N. Y. 


DEAR Mr. FoLEY—We were very 
much surprised to find two of your 
letters in reference to this association 
in HARDWARE AGB, issue of April 2, 
1914. 

We do not think it a good policy to 
bring to public attention differences 
of opinion which might arise between 
secretaries of the different state as- 
sociations and it is but fair to the 
Pennsylvania association that we re- 
view the matter of accepting this as- 
sociation as a body to membership in 
your association so as to bring back 
to your mind several of the impor- 
tant features which you have evi- 
dently overlooked. 

This matter was taken up with you 
first in an official way through a let- 
ter sent you on April 12, 1912, which 
reads as follows: 

“You will agree with us in our con- 
tention that the hardware and state 
interests of this city are confronted 
with purely local problems that can 
be best met by a local organization, 
and while we hold this view we also 
realize that there are certain impor- 
tant trade conditions, trade interests 
and trade problems requiring a 
broader organization, such as_ the 
state and national associations. We 
believe that the best interests of these 
classes of trade associations, the 
local, the state and the national, are 
dependent in a large measure upon 
their recognition by one another and 
the affiliation of the smaller bodies 
with that of the one covering the next 
larger field. With this idea in mind, 
we ask you to kindly advise us if 
your association will recognize this 
local body and admit it to member- 
ship on a basis in which some consid- 
eration is given to the fact that the 

















Secretary John B. Foley of New 
York State Hardware Association, 
who has stirred up Metropolitan hard- 
ware men by his letter published in 
HARDWARE AGE of April 2 


dues are to come out of the treasury 
of this local body and that the tax 
upon members of this local body 
should not be too large. We ask for 
an official expression of your views, 
as our association desires to take ac- 
tion on this matter at its next meet- 
ing.” 

From the above you will note that 
your president, Mr. James F. Wil- 
liams, in making the assertion that 
“we claim that our troubles are not 
the same as those of your association 
who live up the state and that we 
have no interest in common with you” 
is not a correct expression of any of 
our statements, nor of our opinion in 
the matter. 

In your letter in the HARDWARE 
AGE you state that the Metropolitan 
district should apply to the National 
Association as a _ direct member. 
This was tried at the 1913 national 
convention without success. 

We take exception to your state- 
ment in the HARDWARE AGE in which 
you say “however, the ‘example’ 
which impresses you so favorably is 
not as praiseworthy as you seem to 
consider it,” referring to the 
acceptance of the Pennsylvania asso- 
ciation of the Manhattan associa- 
tion’s application for membership. 
We endeavored to join your associa- 
tion as a body for the reason briefly 
expressed in our letter of April 12, 
1912, mentioned above. You advised 
us through your letter of April 13 
that the Brooklyn city association had 
made a proposition to you in 1911 at 
your annual meeting, but that the 
proposition was not favorably re- 
ceived as it was felt that there should 
be only one basis of membership, that 
of individuals. You referred the 
matter of membership to this asso- 
ciation as a body, however, to your 
board of directors and according to 
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your letter endorsed our application. 

On May 6, 1912, you advised us 
that an affiliation of this body with 
your association was deemed as highly 
desirable by your officers and direc- 
tors, but that the question arose of 
there being no provision in your con- 
stitution whereby an association could 
join your organization as a body. 

In your letter of July 8, 1912, you 
advised us that if we desired you 
would bring the matter to the atten- 
tion of your membership committee 
at your next convention. You quote 
Mr. Fix, your president, as saying 
that he approves of this plan and 
that you hope it will meet with favor- 
able consideration by our members, 
referring to an amendment of your 
constitution under which this associa- 
tion could be accepted to mem er- 
ship. 

We communicated with your presi- 
dent, Mr. Chas. J. Fix, on February 
15, 1913, asking that this matter of 
our membership in your association 
would be brought before your con- 
vention, advising him that you were 
in possession of all the facts in rela- 
tion to this matter. 

Do you think that after the above 
mentioned efforts on the part of this 
association that you are justified in 
quoting our officers as making thé 
statement that no state association 
can be of assistance to us? 

We are informed through your ar- 
ticle for the first time that there was 
a disagreement in the Metropolitan 
a ssociation during the past two years 
in the matter of this organization’s 
application for membership in a 
state association. This information 
will be used at a meeting of the Met- 
ropolitan association called for Friday 
of this week. 

You say in your article that the 
Metropolitan association applied for 
membership in the New York state 
organization at the suggested rate of 
$2 for each member and that our ap- 
plication was therefore not accepted. 
Did we make a statement that we 
would not pay more than $2 for each 
of our members? It might look well 
in print and in a controversy of this 
kind to place parties whom you de- 
sire to attack in a false position, but 
we trust that the intelligence of the 
dealers who have read your article 
will lead them to the conclusion that 
a suggested rate is hardly a fair 
basis on which to turn down a propo- 
sition without putting account of pro- 
position against it. 

You say that during the past year 
you have repeatedly suggested to the 
Metropolitan association the advisa- 
bility of making application to the 
National association for membership 
as a unit. Our association was never 
advised of such a suggestion on your 
part directly, although our delegate 
at the meetings of the Metropolitan 
recalls a discussion at one of these 
meetings which was in relation to our 
application to the National associa- 
tion, which application was not ac- 
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cepted at the 1913 convention. Our 
delegate at the Metropolitan associa- 
tion also recalls a discussion in which 
it was stated that the New York 
State Association would not oppose 
an application for membership of the 
Metropolitan organization if made in 
any state association. 

We most strenuously deny “that a 
persistent and under handed inter- 
ference of the Pennsylvania associa- 
tion” prevented the acceptance of the 
Metropolitan body at the National as- 
sociation at its 1913 convention. 

At one of our first meetings Mr. 

Lewis, the secretary of the Pennsyl- 
vania association, addressed our as- 
sociation on organizations, on our in- 
vitation. He stated at that time that 
it would be of advantage if the Man- 
hattan association could arrange to 
be accepted as a member by the New 
York state organization. The mat- 
ter of our membership in the Penn- 
sylvania association was not taken 
up with the secretary of the Pennsyl- 
vania association except in an unoffi- 
cial way,.through conversation by 
several officers of this association at 
the dinner of the Metropolitan asso- 
ciation held in January, 1914. Mr. 
Lewis was naturally not in a position 
to pass any opinion upon this matter 
other than to put it up to the officers 
of his association and a delegation 
consisting of several members of the 
Metropolitan association attended the 
Pennsylvania convention where the 
entire body voted to accept this asso- 
ciation to membership. 
. It is not our intention to butt in to 
any disputes which may arise between 
two state organizations, nor do we 
feel that we should be the cause of 
such disputes. However, we have 
taken a step which we believe to be 
right and this association will retain 
its membership in the Pennsylvania 
association if it is possible to do so. 
Your letters in the HARDWARE AGE 
naturally prevent any consideration 
on our part of becoming affiliated 
with your association. 

We can readily realize that unless 
a matter of this kind is taken in a 
broad spirit that personal antagon- 
ism finds vent in expression of opin- 
ion and we are very much surprised 
that you should designate Pennsyl- 
vania’s act as “a despicable attempt 
to usurp the rights of any associa- 
tion.” If your ill will must be di- 
rected in a personal manner toward 
anyone, let it come this way and ac- 
cuse us, but do not direct it toward 
the Pennsylvania association, who 
accepted our membership in good 
faith. 

Yours very truly, 
HARDWARE AND SUPPLY DEALERS’ As- 
SOCIATION OF MANHATTAN AND 
Bronx BorouGus, INC. 
By the Chairman of Executive 
Committee. 


The Metropolitan Hardware As- 
sociation has sent the following let- 
ter to Mr. Foley: 

TUCKAHOE, N. Y., April 4, 1914. 
Mr. J. B. Foley, Secretary, 
Kirk Building, 
Syracuse, N. Y. 

DeaR Sir:—In reply to your letter 

of the 26th ult. and with reference 


to the article in the HARDWARE AGE 
of the issue of 2d inst. would state 
the action of the subsidiary bodies of 
the Metropolitan Hardware Associa- 
tion in applying to the Pennsylvania 
and Atlantic Seaboard Association 
for affiliation in the latter body was 
with the knowledge and consent of 
the Metropolitan association and re- 
gret the apparent necessity of venti- 
lating this subject in the trade press, 
and would further state that the 
Pennsylvania and Atlantic Seaboard 
Association, or any of its representa- 
tives, made no undue efforts in bring- 
ing about this result. Complete har- 
mony on this and all other subjects 
prevails within the ranks of the Met- 
ropolitan Hardware Association and 
it objects to being drawn into an un- 
necessary controversy. 


Sincerely yours, 
C. J. CORNELL, Secretary. 


The following letter bearing on 
the same subject is self-explana- 
tory: 


Editor HARDWARE AGE: 


Your April 2 issue contains an open 
letter, dated March 28, from Mr. John 
B. Foley, secretary of the New York 
state organization, who severely criti- 
cises the Pennsylvania state organiza- 
tion for its recent liberal and broad- 
minded action in permitting the Man- 
hattan and Bronx Borough organiza- 
tion to affiliate and thereby participate 
in whatever benefits might obtain by 
membership in and through the na- 
tional organization. In so far as that 
the above mentioned communication 
contains several misstatements of fact 
and that the essential facts are care- 
fully and purposely omitted, and fur- 
ther that the entire letter seems to 
have been born of a piqued mind and 
fathered by the desire to justify a mis- 
taken and narrow policy of many 
years’ standing, a plain statement of 
fact may not be amiss and certainly 
would not be misleading. 


The Manhattan and Bronx Associa- 
tion, as well as all the affiliated bodies 
of the metropolitan organization, do 
have conditions peculiar to their indi- 
vidual sections, but this did not pre- 
vent their affiliating in a central body 
for the consideration of the larger 
problems confronting them, nor in 
turn would it be detrimental to their 
interest to affiliate with state or na- 
tional associations if they could main- 
tain their identity, and undoubtedly 
such co-operation would and could 
only work to the general good of all. 
Realizing this the Manhattan and 
Bronx Borough Association has since 
its inception made constant and con- 
sistent efforts to affiliate with the 
state organization; but such affiilation 
has invariably been denied them, ex- 
cept upon terms beyond reason and 
oo which their identity would be 
ost. 

There has been no disagreement be- 
tween the several local organizations 
of the metropolitan district. They 
have been working in harmony on all 
questions of mutual interest, but some 
of the locals have affiliated with the 
Pennsylvania association upon terms 
of advantage to all parties in interest. 
There has been a difference between 
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the metropolitan association and the 
state organization, due to the policy of 
that organization in insisting upon in- 
dividual rather than collective mem- 
bership and at a prohibitive cost. 
Early in 1912 the writer, while 
chairman of the executive committee 
of the Manhattan and Bronx Borough 
Association and after our application 
of membership to the New York state 
organization had been denied, caused 
Mr. Lewis to come to New York and 
suggested to him that he present our 
application to the Pennsylvania state 
association, and he, Mr. Lewis, there- 
upon advised against this course and 
suggested that the matter be again 
taken up with the New York state. 
We also took up the question with the 
National association endeavoring to 
enter there, but owing to the opposi- 
tion of the state officials our applica- 
tion was denied. Later the metropol- 
itan association was formed and re- 
peated efforts were made to enter ei- 
ther the state or national body as the 
Metropolitan District Association, but 
without success. Therefore, and in 
view of the fact that some of the lo- 
cals were affiliated with the Pennsy]- 
vania state association and that that 
association by reason of its greater 
activities and its commercial proxim- 
ity offered in our minds the greatest 
opportunity for organized co-opera- 
tion, we decided to present our appli- 
cation to that body, and there it was 
finally accepted. The application was 
made absolutely without solicitation 
upon the part of the Pennsylvania 
state organization or its secretary. It 
was purely voluntary and was only ac- 
cepted by the Pennsylvania upon the 
earnest solicitation of our delegation 
to the Pennsylvania convention, whose 
presentation of the facts was appar- 
ently lucid and convincing enough to 
turn a considerable opposition and 
make the election unanimous. 
Candidly it seems that the New 
York state secretary has had his op- 
portunity in ample measure. Having 
failed to take advantage of the same 
he assumes the dog in the manger at- 
titude and embarks upon an uncalled 
for and unjust campaign of criticism. 


Yours truly, 
CHARLES F’. EBERHART. 


AT THE ANNUAL MEETING of the 
stockholders of the hardware corpora- 
tion or Louis Ernst & Sons, Roches- 
ter, N. Y., two employers of the 
firm who earlier in the year had been 
given an interest in the business were 
made directors. The following offi- 
cers were elected: President and 
treasurer, Louis J. Ernst; vice-presi- 
dent, Helen E. Ernst; vice-president 
and assistant treasurer, John C. Ber- 
trand; secretary, Joseph L. Ernst. 
These officers, with Edward J. Ernst, 
John A. Meyer, August L. Hall and 
Louis E. Ernst, constitute the new 
board of directors. John A. Meyer 
and August L. Hall, who were elected 
directors, have been in the employ of 
the Ernst firm for twenty-five and 
twenty years, respectively, and are 
active heads of departments of the 
business. John C. Bertrand, who was 
elected vice-president and assistant 
treasurer, became connected with the 
firm the first of the year. 
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FUTURE OF THE MEAT SUPPLY 


Our Population Is Growing More Rapidly Than Cattle Herds 


By A. W. DOUGLAS 


Vice-president of Simmons Hardware Company 








feature of our national life 

and temperament that periodic- 
ally we both feel and express great 
concern at some seeming impending 
change or tendency, which to our 
apprehensive vision almost assumes 
the appearance of a calamity. The 
dire prophecy that now stirs our 
thought, and engages our attention 
is the story being told by statisti- 
clans, and also by practical men 
who should know better, that the 
decrease of the past few years in 
the number of hogs, cattle and 
sheep as compared with the great 
increase in our population is a pro- 
portion that has come to stay, and 
that consequently meat as_ food 
must constantly become dearer in 
price and scarcer in supply as time 
goes on. 

The menace of this prophecy lies 
in our unconscious recognition of 
the fact that basically we are a 
nation of meat eaters, and have no 
intention of radically changing our 
diet, save under the pressure of 
necessity. It is true that our eat- 
ing habits have greatly altered 
within the past generation, that we 


I: seems to be an inseparable 





A cartoonist’s view of the meat situation 


are much more omnivorous and 
cosmopolitan in our tastes, and that 
common sense and experience have 
taught us the value of a varied 
diet. Yet, it is further true that 
most of us believe that meat is the 
only foundation food for a hardy 
and an enduring race, and that you 
cannot breed the right kind of men 
and women on an exclusive diet of 
predigested breakfast foods and 
such like nebulous eats. 

The note of alarm that is so 
prevalent is based largely upon the 
old story of partial and superficial 
statistics, and the conclusion that 
is drawn is not only an erroneous 
one, since it not only has no foun- 
dation in fact, but in its essence 
is fundamentally at variance with 
all the laws of progress and civiliza- 
tion. The universal experience of 
the past is that any general hap- 
pening of this nature which would 
so largely, so permanently and so 
adversely affect the happiness and 
welfare of so great a number of 
civilized people is in itself impos- 
sible. It must likewise be remem- 
bered that nearly all events in na- 
ture have a tendency to operate in 
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cycles, and that the error is con- 
stantly made of mistaking an arc 
of the circle for a permanent de- 
parture in the shape of a straight 
line. What, after all, are the real 
facts in the case? 

One claim is that our exports of 
live stock are constantly decreasing 
while imports are steadily increas- 
ing. In the last fifteen years our 
imports of live cattle have been as 
high as 328,977 in 1897 and as low 
as 16,056 in 1904, and up to 195,938 
in 1910, with a small decline in 
1912. Our exports of live cattle 
have been as high as 593,409 in 
1904, considerably less than that in 
1897, and down to 150,100 in 1911. 
So far as live sheep are concerned 
our exports in 1911 were nearly as 
large as at any time within the 
previous five years, while the im- 
ports in 1911 were only one-quarter 
of what they were in 1907. Only 
a confirmed and hopeless statisti- 
cian can draw any sound conclusion 
from these figures other than that 
both exports and imports have their 
ups and down, and seem to operate 
in cycles. 

The same story is largely true of 
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our exports of packing house prod- 
ucts, which vary greatly from year 
to year, according to the kind of 
goods. It is only fair to say, how- 
ever, that in a series of years the 
tendency seems to be towards a de- 
crease of exports in this line. 


Live Cattle Not Increasing Rapidly 
: Enough 


The statistics, however, which 
more nearly touch the heart of the 
matter are those which indicate 
that since 1899, population has in- 
creased in greater ratio than the 
number of live cattle. There have 
been great variations from year to 
year, but while there are about nine 
million more cattle (other than 
milch cows) in the country than in 
1899, yet there are fourteen million 
less than in 1907. On the other 
hand, there are four milllion more 
milch cows now than there were in 
1899. As regards sheep there are 
thirteen million more sheep in the 
country than in 1899, but nine mil- 
lion less than in 1903. Against this 
is an increase of nearly 100 per 
cent. in hogs in 1912 over 1899, or 
approximately thirty-seven million 
more, thus, so far as mere numbers 
go, more than making up for the 
loss in sheep and cattle. Another 
interesting fact is the ratio of the 
number of cattle to per 100 of popu- 
lation. It was 38 in 1870, up to 60 
in 1899, down to 36 in 1900, up 
again to 60 in 1907, and down again 
to 36 in 1912, or simply where it 
was in 1870 and 1900. All these 
figures seem conclusive as to their 
being merely a cycle rather than 
any decided and entirely new depar- 
ture in our economic life, but there 
is a further answer in the condi- 
tions surrounding the causes which 
underlie the entire problem. 

First of all, there are temporary 
causes which seriously deplete the 
number of cattle, sheep and hogs 
in certain years and can only be 
reckoned as temporary checks to 
their increase. 


Extreme Heat and Cold Disastrous 


In the past few years there 
were three successive seasons of 
prolonged and fierce heat, in prac- 
tically all the cattle and sheep- 
raising districts of the South- 
west, the West and the North- 
west. Cattle and sheep died in 
great numbers, not only from lack 
of water, but also from the failure 
of grass on the ranges. All the feed 
and forage crops likewise suffered, 
and on the smaller farms hundreds 
of thousands of heads were rushed 
to market, because the farmers 
could not afford to feed them 
through the winter. Following 
these disastrous summers there 
were winters of almost unparalleled 
severity, accompanied by deep 


snows and destructive blizzards. In 
some sections the losses of stock 
ran from 25 to 50 per cent. of the 
total herds. Likewise for two years 
and more, hog cholera has been par- 
ticularly destructive not only 
throughout the West, but also the 
South. These are passing changes, 
but it takes time and favorable sea- 
sons to fill the depleted ranks. 


The real problem, however, con- 
sists in the steady invasion of the 
grazing country by agricultural in- 
terests. Any land that can be suc- 
cessfully cultivated by regular 
methods, or by irrigation, or dry 
farming, is too valuable for grazing 
purposes. This means the steady 
reduction in area of the ranges, 
until they finally reach that irre- 
ducible minimum where the soil and 
rainfall is such as not to be suited 
for agriculture. It will be a much 
circumscribed area compared with 
that now in use for grazing, and it 
is evident that additional sources 
of meat for food supply must be 
sought elsewhere. This source is 
to be found in the small stock farm 
where the high price of meat, which 
seems likely to be comparatively 
high for some time, makes the rais- 
ing of steers very profitable for the 
farmer. The Panhandle of Texas 
is an instance of one solution. This 
country, the Llano Estacado, or 
Staked Plains of our boyhoods’ 
maps, has a total area of about 25,- 
000 square miles, a limited rainfall, 
but a naturally fertile soil. Water 
for irrigation is had almost any- 
where, at from depths varying from 
50 to 250 ft., and is easily and 
economically pumped by windmills 
run by the constantly prevailing 
winds. This country is fast chang- 
ing from a vast grazing ground to 
small stock and dairy farms, since 
the abundant supply of water ren- 
ders easy the growing of such for- 
age plants as Kafir Corn, Milo 
Maize and Cow Peas. The com- 
paratively small size of the farms 
renders the protection of the stock 
easy in times of blizzards. 


Throughout the West and South- 
east the increasing cultivation of 
alfalfa has added another solution. 
It is a cheap and nutritious food 
for cattle, cheaper than corn, and 
nearly as efficient. Its cultivation 
makes possible the profitable rais- 
ing of cattle in all the irrigated 
districts. The largest field of all 


is in the Southern states, east of 


the Mississippi river to the At- 
lantic, and southward from the 
Ohio to the Gulf. For years past 
the prevalence of the Texas fever 
tick throughout the South made 
cattle raising on a large scale im- 
possible, but since 1906 by joint 
federal and state cooperation the 
area of infection by this dread pest 
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has been steadily reduced and it is 
only a question of a comparatively 
few years when the whole Southern 
territory will be clear. 

Likewise the South is year by 
year raising more and more food 
for its live stock, and with an equa- 
ble and all the year around out of 
door climate, freedom from bliz- 
zards, and from equally destructive 
droughts, and with an abundance of 
water, it offers an unlimited field 
for stock and dairy farms. What is 
true of cattle is largely true of 
sheep, for sheep will be raised as 
much for lambs for the market as 
for wool, and they will become more 
and more the product of the smaller 
farms. So far as the tariff on wool 
is concerned as affecting the num- 
ber of sheep in the country, the 
simple facts are that there is abso- 
lutely no connection between the 
two things. The number of sheep 
is regulated by purely natural 
causes, for they have increased and 
decreased under free wool, just as 
they have increased and decreased 
under a high tariff on wool. 


Hogs and Poultry Show Promise 


The story of hogs offers the 
greatest promise of all as to the 
future of food supply. The use of 
hog cholera serum, supplemented by 
sanitary methods, seems finally to 
have gotten that dread scourge 
under control, and the _ steady 
growth in the production of corn 
and alfalfa means a steady increase 
in the production of hogs practically 
all over the country. Another form 
of meat food is found in poultry, 
which in the decade of 1899 to 1909 
showed an increase of 20 per cent, 
or a total in 1909 of about 295,000,- 
000 fowls of all kinds. With the in- 
fowls of all kinds. With the in- 
crease in poultry goes also the in- 
crease in eggs, which form more 
and more a staple article of food. 
The product of the Missouri hen 
alone is something like 160,000,000 
dozen annually. 

It may be that meat prices will 
continue comparatively high, just 
as seems to be the outlook in other 
commodities, but this is entirely 
apart from the question of supply, 
since in the nature of things it 
looks more likely that we shall grad- 
ually adjust ourselves to the high 
cost of living by an increase in our 
purchasing power than by any great 
reduction in the price of commodi- 
ties. An impartial and careful sur- 
vey of the field, therefore, fails to 
disclose any cause for apprehension, 
but rather that excessively high 
prices in meat products and short- 
ened supply are but temporary and 
passing phases of an economic prob- 
lem of whose satisfactory solution 
there seems to be no reasonable 
doubt. 






































FREIGHT ADUIT A MONEY SAVER 


Members of the Western Association Profiting by Work of Bureau 


YEAR ago I undertook to 
A outline to you some of the 

causes responsible for er- 
rors in which overcharged claims 
are produced. The effort was along 
general lines, as will be the effort 
again at this time. It is my espe- 
cial purpose now to make it clear to 
the shipper that the railroad com- 
pany is not entirely to blame when 
an overcharge is paid by the ship- 
per. The shipper in a great many 
instances is just as responsible for 
the error as is the railroad. These 
errors may be termed clerical; they 
can be called neglectful. In com- 
mon expression it would be proper 
to call them largely due to negli- 
gence, either on the part of the 
railroad, on the part of the con- 
signee, on the part of the con- 
signor, or on the failure of all in 
scrutinizing the transportational 
feature of their general business. 
Overcharge Resulting from “Astray”’ 

Billing 

In order that I may present to 
you an example of how carelessness 
or other failure will result in over- 
charges, I have here an example of 
a shipment consisting of two bar- 
rels of gasoline. These two barrels 
of gasoline originated at Waurika, 
Okla., and were destined to Temple, 
Okla. Along the road of transit, 
the shipment and the shipping pa- 
pers became separated. At some 
point this separation was discov- 
ered, and the way-bill was mailed 
to the agent at Temple. Upon re- 
ceipt of this way-bill by mail, the 
agent at Temple executed a freight 
bill and held the freight bill pigeon- 
holed until the shipment itself 
might arrive. In the due course of 
time two barrels of gasoline landed 
in El Reno, Okla., without shipping 
papers—in other words, in the par- 
lance of railroad handling, it was a 
lost shipment. 

It seems the agent at El Reno 
discovered some marks on these 
two barrels of gasoline which clear- 
ly indicated to him that their in- 
tended destination was Temple, and 
therefore forwarded the two bar- 
rels of gasoline on what is called 
stray billing to Temple. It may 
have been a different clerk at Tem- 
ple who handled the stray billing 
and who executed a freight bill in 
accordance’ therewith. In any 
event, when the consignee paid his 





*An address delivered before the West- 
ern Implement, Vehicle and Hardware 
Dealers’ Association at its recent conven- 
tion. 


By W. H. MARSHALL 


freight bills there was among them 
two freight bills covering two ship- 
ments of gasoline, and in each in- 
stance there was a charge of $5.90 
collected. The consignee neglected 
to check over his shipping affairs 
in such a manner as would discover 
the error. Complications in the 
railroad office prevented the discov- 
ery at that place, and it fell to your 
association to inform the consignee 
of the overcharge, and to recover 
it for him. 

Very much could be said along 
the line of neglect, such as this ex- 
ample has portrayed. Sometimes 
the amount is large, again it is 
small, and this next example, while 
growing from the same cause as 
did the one just shown, is some- 
what different. 


No Switching Charge on Competitive 
Points 


Another case we had a shipment 
of hay presses which moved from 








LIST OF CLAIMS COL- 
LECTED FOR A. M. 
RIFFE, ORRICK, 
MO. 

No. 
7111 $1.09 
7112 2.64 
7113 Al 
7114 1.02 
7115 .69 
7116 1.30 
7117 15 
7118 3.00 
7119 24 
7120 45 
7121 1.78 
7122 oT 
7123 1.53 
7128 17 
7129 AT 
7130 AT 
7132 oo 
7133 oe 
7134 90 
7135 28 
7136 BY 
7137 1.44 
7138 19 
7139 .20 
7314 15 
7315 19 
7316 2D 
7317 woe 
7318 42 
7319 .67 
7320 17 
Total $20.83 
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Kansas City, Mo., to Hobart, Okla., 
and the consignee paid the total bill 
of $155.61, and in so doing paid $3 
more than the tariff provided. This 
consignee, as did the agent, over- 
looked the fact that Hobart, as well 
as Kansas City, are competitive 
points, and that the tariff provides 
that where a shipment moves from 
and to a competitive point the 
switching charge will be absorbed. 
In this case the switching charge 
was not absorbed, but was paid by 
the consignee and again it fell to 
your association to find the error. 


Improper Billing Frequent Cause of 
Overcharging 


Transportational errors are made 
as often in the initial movement. 
That is to say, by reason of the 
consignor in his hurry is prone to 
the use of abbreviated expressions 
instead of using an expression 
which will properly indicate what 
the shipment is. Abbreviations of 
this kind are natural. A dealer 
looks upon his stock in an abbrevi- 
ated way. One thing is a machine, 
another is an engine, and so on, but 
hardly ever does he remember that 
a great deal depends upon the kind 
of a machine or the kind of an en- 
gine to which references is made. 
In the example before you we have 
a shipment consisting of one engine 
and weighing 15,000 pounds, and 
the minimum weight was 24,000 
pounds, and the consignor paid a 
total of $118.80 freight. This con- 
signor overlooked the fact that 
there are horizontal engines, per- 
pendicular engines, sawmill en- 
gines, engines on wheels, engines 
off wheels—in fact, we are told 
that in the days of Othello there 
were engines of war. This shipper 
had an engine for transportation, 
and without any care as to the 
character of engine he desired 
transported, he billed it in a most 
abbreviated manner, and, as has 
been said, paid $118.80 freight. 

In another example will be noted 
the way in which that engine should 
have been billed, for in this case it 
was a traction engine, and the min- 
imum on a traction engine is 20,000 
pounds, because the minimum is 
governed by the minimum applica- 
ble to agricultural implements, and 
the rate is also governed by the 
agricultural implement rate, be- 
cause a traction engine becomes an 
agricultural implement so far as 
transportation is concerned. Had 
this shipper regarded the character 
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Railway Co. Dr. to-"Vianiin pastas Aasoce 
Acct. B- & 0. Cash Store, Temple, Okla. 
Temple, Okla. 





PLEASE ADVISE YOUR CLAIM PLEASE REFER PLEASE ADVISE YOUR CLAIM 
. NUMBER PROMPTLY COPY Gun clam nO.” NUMBER PROMPTLY 
. A-226 
ABILENE, KANS.,___Sept. 8. 1915 1914 
Cc. R. I. & P. 


PLEASE REFER TO 


A-153 
ABILENE, KANS., ang. 29, 1913 1944 

















For overcharge on shipment as itemized below, tom__= 1 Reno . Okla. 
attached. 


DATE w. 8. nO. PRO. COMMODITY CHARGEO 


As Dent 800# @ 75 
Should 800 D 4 
Due on Waurike ¥/B 58, 8/9/13. 





6/10/12 322 122 2 Bbl Gasoline 5.90 


SHOULD BE OVERCHARGE oats W. 8. nO. pro. 


as 5.90 5/22/08 9854 527 


Weight 24700 Lbs. 
Rate charged 63¢ 


Acct. Rickley & Luca’, Hobart. Okla. 
Por overcharge on shipment as itemized below, from__Kaneeg City, Mo. .«. Hobart, Okla. 





Absorb Switching charge, account competitive shipment 


Railway Co. Dr. to "VLEREWSE ATA sESA™ 





COmmOOITY CHARGED SHOULD Bt OVERCHARGE 


Hay Presses 1586.61 155.61 $3.00 











NOTE: We hold Power of Artorney from our client covering the sbove claim, which authorises settlement with us direct, and our receipt 
to you. Hf declined, please have all papers returned to us with full reasons for declining. 
THE WESTERN RETAIL IMPLEMENT AND 
VEHICLE DEALERS ASSOCIATION 








NOTE: We hold Power of Anorney from our clibat covering the above claim, which authorises settlement with us direct, and our receipt 
to you. ff declined, please have all papers returned to us with full reasons for declining. 


THE WESTERN RETAIL IMPLEMENT AND 





VEHICLE DEALERS ASSOCIATION 





of the engine he was shipping his 
freight charges would have been 
$87. The same result would have 
obtained had the consignee noted 
the error or the neglect made 
by the consignor. It would not be 
fair to say the railroad agent 
should have stood between the two 
and located the error. It is more 
fair to expect any business concern 
to be on the alert for his own wel- 
fare, and not to depend upon the 
efficiency of some one else. 

In the same way of making er- 
rors in describing property and for 
the purpose of putting before you 
a line handled by every one present, 
we have up a shipment consisting 
of 38 rolls of wire cloth, and the 
classification was first class, and 
the charges amounted to $47.50. 
Noting the difference in the two 
bills of lading, the second shows the 
manner in which this wire cloth 
should have been described, being 
38 rolls of iron wire cloth exclusive 
of 29 mesh or finer. Wire screen- 
ing, such as fly screen, will come un- 
der the exception as to the mesh, 
and will fall to the third class, and 
the transportation charges on this 
shipment would have been $837, 
whereas without the proper de- 
scription it was $47.50. 
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| Tariff Rulings Complex in Many 
Cases 


It is almost an impossibility for 
one to handle traffic, either as a 
consignee or a consignor, and avoid 
overcharges. Overcharges are not 
purposely created. The best of 
traffic men will often read into a 
tariff a different meaning, and 
sometimes it is found the maker of 
the tariff is unable to explain the 
language the tariff expresses. Ifa 
tariff was easy of comprehension, if 
the governing tariffs and the rules 
and regulations bearing upon the 
rate to be applied were all easy of 
understanding we would not have 
an Interstate Commerce Commis- 
sion. The very fact that the Inter- 
state Commerce Commission is in- 
vestigating thousands of cases per 
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annum upon the informal docket, 
cases in which the railroad com- 
pany and the shipper are unable to 
understand the English as_ ex- 
pressed by the tariff in the same 
manner, but are required to put the 
burden of interpretation upon the 
commission, who, after due regard 
for the tariff’s expression and the 
environments, will inform the rail- 
road company and the shipper of 
the exact meaning of the words as 
expressed. If tariffs did not con- 
tain the conflictions they do contain 
railroads and shippers would not be 
called upon to go to this commis- 
sion for the purpose of being di- 
rected in the matter of the rate to 


be applied. Sometimes the over- 


charges paid by a shipper are too 
insignificant for consideration, even 
though this shipper might have at 
hand all the tariff information. The 
small amount overcharged here and 
there are too small for his consid- 
eration, especially so if he is a 
busy merchant. Before us we have 
such an exhibition. It will be noted 
that this shipper paid overcharges 
on 31 consecutive shipments, the 
greatest amount of any one over- 
charge was $3; the smallest amount 
of any one overcharge was 15 cents. 
There are 23 out of the 31 over- 
charges amounting to less than $1 
and the average of the entire list 
of overcharges is but 67 cents each. 
Yet the total amount recovered for 
this shipper was $20.83. 

As I have stated, it is not my 
purpose, nor has it been my pur- 
pose, to impress you with the 
thought that railroads purposely 
create these overcharges. The rail- 
road agent is to be pitied, and as 
much can be said of the railroad 
clerk. The shipper is too busy to 
know much about a tariff, and in 
many instances the railroad agent 
and the consignee as well will rely 
altogether upon the indicated rate 
as shown by the agent at the point 
of origin. It may be, though, the 
agent at the point of origin in mak- 
ing a wild guess is somewhat rely- 
ing upon the efficiency of the agent 


Reproduction of freight bills that show how railroad companies make error 


at point of destination, and out of 
it all we have the overcharge, and 
sometimes an undercharge. I do 
not know of better language to be 
employed than that expressed by 
W. J. Evans, of the National Deal- 
ers’ Association, who correctly 
stated that overcharge claims will 
be made just as long as the human 
element exists. Employees of car- 
riers, owing to the complexity of 
tariffs and rate structures, are un- 
able to interpret the tariffs alike, 
and as a result there are made 
overcharges, and sometimes under- 
charges, which are not discovered 
until after the shipment has actu- 
ally passed into the hands of the 
consignee. 


Altorfer Bros. Will Build 


New Factory 


HE Altorfer Bros. Company, 
Roanoke, IIll., manufacturer of 
power washing machines, whose 
plant at that place was recently de- 
stroyed by fire, will erect a new and 
modern factory at Peoria, Ill. Con- 
struction work will begin as soon as 
weather conditions will permit. A 
site for this new factory building 
has recently been purchased, and 
Altorfer Bros. Company are inter- 
ested in receiving catalogs and price 
lists of iron and wood working ma- 
chinery to be installed in the new 
building. 

The Peoria plant will be equipped 
with electric motor drive and a 
blower system of heating. 

For the present this company will 
maintain an office at Roanoke, and 
will also build a branch factory at 
that place. 


THE J. STEVENS ARMS & TOOL 
CoMPANY, of Chicopee Falls, Mass., 
has received an order from the Naval 
Department of the Canadian Govern- 
ment for twelve No. 40% “New 
Model” pocket rifles, to be used by the 
Stefansson Arctic Expedition, now in 
the Arctic, where the rifles will be 
sent at an early date. 
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RECOLLECTIONS OF AN OLD 


HARDWARE MAN 


C. N. Markle, Old-Time Traveling Salesman, Recalls Former Days 


(Continued from last week) 


ETURNING to the Wyeth 
R notes. Back in the late 
seventies I saw a good deal 
of Mr. Wyeth’s son, Huston. Ev- 
erybody liked Huston. He was a 
fine boy, very popular and com- 
panionable. I am free to say that 
none of us took him very seri- 
ously. We thought he cared very 
little for business, that he was 
more interested in dogs and horses. 
We had no idea he would become 
a business man. I believe that was 
the general opinion, and I doubt if 
his father thought he would ever 
be able to take up the management 
of the business. 

I know at one time Mr. Wyeth 
thought seriously of selling out. 

In the late eighties I was making 
the Missouri river cities for Sim- 
mons Hardware Company, and 
lived at St. Joseph. 

I had several talks with Mr. 
Wyeth about buying the business 
for my company, and the negotia- 
tions went so far that Parker 
Wyeth showed me over the prem- 
ises at night by lantern light. Mr. 
Wyeth and I nearly agreed upon a 
price, being separated by only 10 
per cent., but finally the trade fell 
through. 


I am glad now that it did, for 
the Wyeth Company has steadily 
grown and prospered, and Huston 
has proved himself an able mana- 
ger, in fact he is one of St. Jo- 
seph’s leading business men. He 
not only seems to have developed a 
keen insight into mercantile and 
industrial affairs, but to have in- 
herited from his father the happy 
faculty of judging the capabilities 
of men, as numerous successful 
corporations of which he is presi- 
dent will attest. 

His two sons, William and John, 
are now actively engaged in the 
Wyeth Hardware Company busi- 
ness. 

In-the late seventies our book- 
keeper was Charlie Barrington. 
His assistant and cashier was Jim 
(James H.) Birch. Jim was accur- 
ate and efficient. He finally went 


with Simmons Hardware Company, 
later with Markle Lead Works, and 
is now resident manager at Cincin- 
nati for the United Lead Company. 

Harry Hutchings succeeded Mr. 
Barrington as office manager. Later 
he moved to Kansas City and from 





By C. N. MARKLE 


there to St. Paul, where he is a 
well-known business man. 

Mr. H. C. Fassett had charge of 
the stock. That is, it was his busi- 
ness to post the buyer when any 
line was running low. He was a 
kind hearted man, and was lots of 
help to us order boys. He knew 
where everything was kept, and if 
we had any difficulty in finding an 
article we could always count on 
Mr. Fassett for help. His assist- 
ants were Charley Westour and 
Dave Riordan. Charley died after 
a few years; he was a smart boy 
and would have made a good busi- 
ness man. Dave Riordan was “one 
of the boys,” but did his work well. 
He afterwards went with Schultz & 
Hosea and from there to Farwell- 
Ozmun-Kirk & Company of St. 
Paul. He became one of their head 
men and is still with them. 


Went to Leadville, Col. 


At the beginning of the spring of 
1880 I went to Colorado and spent 
most of the year at Leadville. The 
principal hardware stores in Lead- 
ville at that time were Charles 
Boettcher, on Harrison avenue, and 
Manville & McCarthy, on Chestnut 
street. I went with the latter com- 
pany. 

These stores carried heavy stocks 
of hardware—the largest I had 
ever seen outside of Wyeth’s. 
They bought pick handles in car- 
load lots, also dynamite and fuse 
and miners’ candles. 

The salesmen who called on us 
took fine orders. I remember 
George W. Kimball was Simmons’ 
representative, and he often half- 
filled an order book at our store, 
and the quantities ordered were 
simply great. 

Our junior partner was J. D. 
McCarthy, better known as Captain 
Jack. He was from the Sligo Iron 
Store Company of St. Louis. 

Captain Jack was quite a char- 
acter. He was a large, fine-looking 
man, a good mixer, and controlled 
a big trade with the great mining 
companies. He afterward sold out, 
and the last I heard of him he 
was in the mining business at Du- 
rango. 

Our bookkeeper was Dan Sexton, 
who had come to us from the Sam 
Kennard Carpet Company of St. 
Louis. 

Our head salesman was Johnnie 
Foutz, brother of Dave, noted in 
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baseball annals. Johnnie was a 
good hardware man. He after- 
ward went with the Boettcher Com- 
pany, and became head man of that 
concern. 

In the winter of 1880 I returned 
to St. Joseph and re-entered the 
employ of the Wyeth Company. I 
had a key to the store and by get- 
ting down in the mornings about 
6.30 caught the early rising coun- 
try merchants, and succeeded in 
selling them hardware. In this 
way I became a sort of a salesman 
and the firm decided to try me on 
the road. 


Catalogs Were a Luxury 


We had no catalog. The only 
concerns that had catalogs were a 
few of the manufacturers, Sim- 
mons Hardware Company, and 
Markley, Alling & Co., of Chicago. 
When I prepared for the road I 
took Markley-Alling’s catalog to 
the printers and had it rebound, a 
lot of their pages taken out, and 
blank pages inserted. 

Upon these blank pages I pasted 
pictures of our goods, writing the 
description underneath. That is, I 
used the original pictures as far as 
they would match our stock, and 
made up the balance with clippings 
from various factory catalogs. 

Jim Berry made up his catalog at 
the same time I did. I remember 
he gave me some good advice on 
the cost of housekeeping, for I was 
doing some figuring in that line 
just then. Jim afterward gradu- 
ated into heavy hardware, and for 
a long time has been manager of 
Burgess Hardware Company at St. 
Joseph. 

I was first sent into Kansas, over 
the Frank Judson territory. I was 
pretty green and am afraid I made 
a poor substitute for Frank. I re- 
member running across Johnnie 
Rossi in a little Kansas town. 
Johnnie was with an exclusive sad- 
dlery concern, was a first-class 
salesman, and I think he got most 
of the business that day. He, with 
Parker Wyeth, is now at the head 
of one of St. Joseph’s leading 
wholesale houses. 


Had Small Orders 


We traveling men had to put up 
with small orders. I remember 
one day a Concordia merchant gave 
me an order for 12 doz. 6-qt. milk 
pans and I nearly fainted with joy. 
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When one travels now through 
prosperous Kansas it is hard to 
realize that the farmers there ever 
had hard times. 

Early in the eighties I was sent 
into Northwestern Missouri and 
Iowa, on John Forsee’s route. Af- 
ter traveling there a short time I 
took a position in the house as a 
sort of head salesman, succeeding 
Jim Stumpf, who had gone with 
Schultz & Hosea. 

Jim used to plant himself in Gar- 
lisch’s drug store, across the street 
from Wyeth’s, and when I would 
bid a customer goodbye at the door 
he would follow him, make his ac- 
quaintance, and tell him how much 
to his advantage it would have been 
to have bought from Schultz & Ho- 
sea. Nevertheless, we were good 
friends, and got along pretty well 
for competitors. 

Late in 1883 Dudley Smith, Mr. 
Wyeth’s son-in-law, came into the 
firm, finally succeeding Mr. Jordan 
as manager. He remained only a 
year or so and then went into the 
wholesale grocery business at 
Omaha. 


Called E. C. Simmons “Ned” 


In 1884 I decided to try St. 
Louis. I went down there one day 
in January. Mr. A. B. Howard of 
the Wheeler & Wilson Company in- 
troduced me to Mr. Simmons. He 
was well acquainted with Mr. Sim- 
mons, and I remember he called 
him Ned. I wondered how he could 
do such a thing. 

I also called on the Shapleigh 
Company and met Mr. Cantwell, 
the manager, but he did not seem 
very deeply impressed with my im- 
portance. 

I was employed by Mr. Simmons, 
and early in February, 1884, took 
up my duties with them. I ex- 
pected to be a house salesman, to 
work the hotels and sell visiting 
merchants. It happened just at 


‘this time. that one of the Texas 


routes became vacant and I was 
sent there, succeeding Ike Worrall. 

Our other Texas travelers were 
George W. Wilson at Dallas, and 
H. M. Finch at Austin. 

Colonel Enders traveled for 
Shapleigh, Tom Coles for Caruth 
& Byrnes and W. J. Chapman for 
Stauffer, Eshleman & Co. 

I believe the first Simmons Hard- 
ware Company Texas traveling man 
was Tom Worsley, who was with 
the company at the time of its in- 
corporation in 1876. Tom was suc- 
ceeded by George Wilson in 1878. 
George had a fine territory around 
Dallas, and sold lots of goods. He 
was finally called into the house 
and made buyer of the tinware de- 
partment, succeeding George W. 
Kimball. He was a man of fine 
character and had a lovable dispo- 


sition. After a successful career 
he died in Simmons Hardware 
Company harness about 1890, leav- 
ing a host of friends. 


Traveled Texas on Horseback 


H. M. Finch is still on the job, 
and is now the dean of the travel- 
ing force. He began traveling in 
Texas in 1872, for the old hardware 
house of Steele, Wood & Co. of Gal- 
veston. In 1878 he went with Sim- 
mons Hardware Company. His 
route was Southern Texas, and his 
only railroads were from Galveston 
to Houston, and from Houston to 
Hempstead. Most of his traveling 
was done on horseback, with a cat- 
alog and a roll of cutlery tied to 
the saddle. In those old days mer- 
chants bought two bills a year—one 
in the spring, the other in the fall, 
and mail orders were unheard of. 

South Texas merchants bought 
most of their hardware from Ber- 
ger & Baumgard of New York. 
This firm passed as jobbers, but 
were not so in the sense that we 
understood the term. They car- 
ried very little stock, and when or- 
ders were received would assemble 
the goods, that is, buy from the 
various manufacturers what was 
needed to fill the orders. Frequent- 
ly an order would be filled by a lot 
of separate shipments. Mr. Baum- 
gard did the Texas traveling for 
the firm, and it happened that on 
Finch’s first trip Mr. Baumgard 
had been over the route just ahead 
of him. Simmons Hardware Com- 
pany were comparatively unknown, 
and Finch had a hard time of it. 

During the first ten days from 
Houston west on the Southern Pa- 
cific his total sales were ten kegs 
of nails and six dozen wooden well 
buckets. It did not take him long 
to bring about a changed condition 
of affairs, and his sales increased 
by leaps and bounds. The hard- 
ware he has sold in Texas during 
the past 35 years would probably 
fill all of the warehouses in the 
state. He is still selling hardware 
for Simmons Hardware Company, 
and now has a son helping him. 

Nobody has more friends than 
H. M. Finch, and nobody knows 
anything but good of him. I am 
sure he:could have been governor 
of Texas if he had paid to politics 
half the attention that he has paid 
to the interests of Simmons Hard- 
ware Company. 

The Simmons organization at 
the time I went with them con- 
sisted of as fine a group of men, 
I believe, as were ever gathered 
under one roof. 


Impressions of E. C. Simmons 


As for E. C. Simmons, the 
founder, everybody knows him, and 
I doubt if there is anything I can 
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Hardware Age 


say that will add to the esteem in 
which he is so universally held, 
nevertheless, I will give my im- 
pressions of him. As a keen, far- 
seeing business man, I have never 
known his equal. He was quick to 
understand a situation, and could 
make up his mind and give an an- 
swer instantly. He was strict, but 
kind hearted. I have never known 
him to fail to help an applicant if 
properly approached. I have often 
thought his greatest strength lay 
in his power to enthuse others. In 
my opinion no one ever achieved 
great success without enthusiasm. 

If a salesman had any life in 
him, Mr. Simmons could fill him 
with enthusiasm. 

On my trips to St. Louis I would 
go through the line with each of 
the buyers, select my samples, and 
the last day have a talk with Mr. 
Simmons. He would call me into 
his private office and we would talk 
over general business affairs for 
perhaps an hour. I would leave 
him so thoroughly enthused that I 
thought there was no customer too 
hard to tackle. 

He knew how to get the best 
work out of all of us, and I am sure 
there was not a man of the old 
guard who would not have worked 
night and day to please him. 

He believed in liberal compensa- 
tion and never hesitated to help a 
man in a material way. I doubt 
if there is a man in the United 
States who has helped as many men 
to get on in the world as E. C. Sim- 
mons. 

Mr. I. W. Morton was next in 
authority to Mr. Simmons. He 
was a fine business man, steady, 
careful and far-seeing. 

The third managing director was 
R. H. Stockton. Mr. Stockton had 
gained his knowledge and experi- 
ence as a traveling man in North- 
west Missouri, Iowa and Nebraska. 
He was a man of great ability and 
had a thorough grasp of the busi- 
ness. 

Mr. Stockton had direct charge 
of the traveling salesmen. He 
knew how to get the best work out 
of us. I know that by the way 
he handled me. Few people are 
better known in the trade than R. 
H. Stockton. For a number of 
years he has been at the head of 
the Majestic Mfg. Company, and is 
now one of the leading citizens of 
St. Louis. 

Business affairs of magnitude 
were talked over by Mr. Simmons, 
Mr. Morton and Mr. Stockton, and 
their combined judgment was sel- 
dom at fault. 

John E. Pilcher had charge of 
the cutlery department. Mr. Pil- 
cher had been a very successful 
salesman in the far West and hand- 
dled the cutlery department with 
ability. He was genial and ap- 
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proachable and the salesmen all 
liked him. 

H. M. Meier was one of the head 
men in the house. He was also a 
graduated salesman, having had a 
Missouri territory. He started in 
with the house as a boy and spent 
a lifetime with the company. He 
was a polite, courteous gentleman, 
and was universally liked by the 
employees. Only a few years ago 
he retired from active business and 
now spends his time playing golf 
and traveling. 

Charley (C. D.) Smiley was also 
a house salesman and had charge 
of merchandise credits and re- 
turned goods. 

Mr. Smiley believed that a sales- 
man should attend to all the trou- 
bles on his route. All sorts of 
claims can be adjusted by a sales- 
man with a customer personally 
better than by mail. 

When I would make a trip to 
the house, Mr. Smiley would get 
hold of me and go over his records. 
One of his favorite expressions 
was, “Now, old fellow, why didn’t 
you fix this up with Mr. Blank 
when you were there last?” 


Chief Delight Is Baseball 


Mr. Smiley was with the Sim- 
mons Company for a great many 
years, and has now retired from 
active business. His chief delight 
is attending ball games, and he can 
always be found at the ball park 
pulling for the home team. 

The treasurer of the company 
was Mr. A. E. Dann. Mr. Dann 
had charge of the money and ac- 
counts, which departments he han- 
dled in a masterly fashion. He is 
still with the company. 

Our cashier was Dan Breck. Dan 
has been handling money at Sim- 
mons Hardware Company’s for so 
many years that he probably has 
no appreciation of its value. 

The credit department was in the 
hands of Mr. Anderson, but the 
first year I was with the company 
he was succeeded by George Bar- 
clay. George has been in charge 
of the credit department for many 
years and is well known all over 
the United States. 

He was generally the first man 
down in the morning. I think 7 
o’clock was about his arriving time. 
He is the best posted man in the 
United States on the subject of 
prize fighters. 

I used to think that George was 
the most fiuent “cusser’” I ever 
knew, but as he is now a deacon 
in the church, I suppose that old 
fluency has deserted him. 

Ike Forbes was Mr. Barclay’s as- 
sistant, and an able man. Ike used 
to be with D. A. Constable in heavy 
hardware at St. Joseph. He re- 
mained with Simmons Hardware 
Company until his death. 


Frank Wyman was in the treas- 
urer’s department, and paid East- 
ern bills. Everybody liked Frank. 
He was a fine story teller and could 
write a better hand than the man 
who made the copy books. 

He afterward ieft Simmons 
Hardware Company, went into poli- 
tics, and was postmaster at St. 
Louis for a number of years. 

Among the buyers were the fol- 
lowing: 

Charlie Gause, who bought the 
most important lines. All the old 
hardware salesmen will remember 
him. He is now in business at San 
Francisco. 

Archer W. Douglas bought build- 
ers’ hardware. He was a well- 
posted buyer and has spent a life- 
time with the Simmons Company. 

Archer Douglas could figure dis- 
counts better than any man I ever 
knew. He showed me many a short 
cut to the answers on long strings 
of discounts. 

I wonder if he will forgive me 
for telling a joke on him? 


Would Have Made a Fine Burglar 


About 1889 he visited Omaha to 
help me sell builders’ hardware. He 
had a fine line of mounted samples 
with him. McLeod was buyer for 
Himebaugh & Taylor. There hap- 
pened to be in town that day a lock 
expert. He was a freak, had 
worked at Yale & Towne’s factory 
and knew all about locks. He 
would have made a fine burglar, 
for he could open safes and pick 
any kind of a lock, but having been 
born of honest parents he chose 
builders’ hardware as a compro- 
mise and took the road. 

Archer Douglas knew nothing of 
this man and McLeod put up a job 
on him. Inspecting one of our fin- 
est front door locks, Mack re- 
marked, “A nice looking lock, but 
not secure; too easily picked.” 
Now, if there was one thing that 
Archer had faith in, it was Yale 
locks, so an argument was on in- 
stantly. In a few moments Mack 
proposed a $10 bet and Archer took 
him up instanter. Mack went af- 
ter his burglar and Archer tried 
to think what he was going to do 
with the money. He hated to take 
it, but presumption really should 
be punished. 

In a few moments the conspira- 
tors entered and they brought 
along a lot of innocent bystanders. 
After a few pleasant remarks from 
both sides, the expert turned back 
his cuffs and began. He drew out 
of his pocket some little flat steel 
bars, like sacking needles, and 
stuck them into the cylinder of the 
lock. In less than a minute that 
lock was open, and Douglas had lost 
his ten; but, alas, who can place 
a money value upon his lost confi- 
dence? 
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Laury Biggers was another one 
of the buyers in the hardware de- 
partment. He was with the com- 
pany until his death, about ten 
years ago. 

George W. Kimball was buyer in 
the tinware department. He af- 
terwards became secretary of the 
company, which position he held 
until his death. 

J. N. Scott had charge of the 
sporting goods department. Frank 
Rhodes was his assistant. 

The retail department was in. the 
hands of D. H. Weightman, as- 
sisted by Frank Battle, and the or- 
der filling department was looked 
after by Lew Perrett, assisted by 
Gus Reinhart. 

Mike Fleming looked after the 
stock floors. Net only did Mike see 
to it that the goods were kept 
nicely piled, but if anything stuck 
(didn’t sell) Mike would make the 
buyers’ life miserable. 

I think Charley Gause used to 
hate to see Mike come into the of- 
fice, and there were others. 

Our shipping clerk was Mr. 
Hutchison, and his assistant Pete 
Burgess. 

Charley Glorius had charge of 
the great warehouse at Cupples 
Station. 


Notes About Others 


Among the later buyers who 
grew up with the company were 
the following: 

Will Biggers, who had one of 
the departments. Will afterwards 
went into business on his own ac, 
count, and is now in charge of 
sales of a large screen door com- 
pany in Detroit. 

George Duffet, who came with 
us from Chicago, and is still with 
the company. 

Carl McKinney came with us 
from Wyeth’s, and was buyer for 
one of the important departments. 
He was somewhat of a philosopher 
and finally quit the hardware 
business to take up farming and 
stock raising. 

Allen McKinney traveled for us 
for a number of years and then 
graduated to the Stanley Works, 
with whom he holds a high posi- 
tion. 

George Acton had charge of col- 
lections, and if a country merchant 
did not pay his account promptly 
George took it as a personal griev- 
ance. He was sure to get hold of 
a visiting salesman and plan for 
the collection of slow accounts. 

After a long term with Sim- 
mons Hardware Company, he en- 
tered the employ of the Norvell- 
Shapleigh Co., where he now is. 

Billy Hargate had charge of the 
city bills. 

Charley Gibson was price clerk. 

(Continued next week) 





PUBLICITY FOR THE RETAILER 


A Complete Exposition of Gas Ranges—A New Idea in Selling Goods 





Placing a Complete Line Before the 
Reader 

No. 1 (834 in. x 11 in). This 
circular from the Sinsel Hardware 
Company, Cameron, W. Va., should 
be looked over carefully by those of 
you who are pushing a line of gas 
ranges. The gas range is fast com- 
ing into universal use: it comple- 
ments the coal range in the winter 
| and during the summer months its 
- superiority is unquestioned. The 
public is beginning to have ideas of 
its own on the subject of gas cook- 
ing and the retailer must furnish 
the information sought for. Any 
) old gas range won’t do these days, 
) and gas range equipment is be-. 
ginning to be about as deep a study 


Our sales on these Ranges has increased so rapidly that a good part of the time we were sold out of a particular Range that acustom- 
er would want, and this is one reason why we have purchased acar load. Another is that about one year ago all Stoves and Ranges 
advanced 5S percent. We have not made any advance, and on account of the above purchase we will sell them to our customers at 
the same low price we have charged them for the last four years. All the Gas Ranges shown in this circular, except the Table I anges 
are ALL CAST IRON, and will last longer than two steel side Ranges. In purchasing this car of Ranges we have not tried to see how 
cheap we could get a range made but how GOOD we could have them made. If any of our customers know of ANY Range made in 
the United States that is better than the ADMIRAL Gas Ranges, we would be glad if you would inform us of the name of the manu- 
facturer, for our policy is to buy the best goods that we can get. ALL OVEN PLATES, RACK GUIDES and OVEN RACKS IN 
THESE RANGES ARE CAST IRON. All Baking Ovens have Graves safety lighting device. You cannot light the oven without first 
opening the oven door, avoiding all possibility of explosions. All Valves are heavy of best grade adjustable, needle style. Note the 
weight of the Ranges as listed below. Also all Ranges have 18 inch ovens. In addition to these we carry a large assortment in steel 
sides, which we sell at much lower prices, but will not last nearly so long nor give the satisfaction that the Cast Iron Rangesdo. We 
carry in stock a larger and more complete stock of Stoves and Ranges than any dealer in this part of the State. If you will call and 
inspect our Stoves and Ranges we can convince you that we can save you money, at the same time give you a Stove or Kange that 
will give you the best of satisfaction. Any one in purchasing a Stove or Range should buy the VERY BEST that they can get be- 
cause it is used more than any other article of furniture in the home. 








ADMIRAL ALL CAST IRON. 
With Attachment No. 55. 
Weight 275 Lbs 


ADMIRAL ALL CAST IRON. ADMIRAL ALL CAST IRON. 
No. B-18 N. Without Broiler. No. B-18 N. With Attachment No. 25. | No. B-18 N. 
Four Burners. Weight 231 Lbs. Six Burners. Weight 265 Lbs. 








as auto equipment. Some house- 
wives want broilers; some don’t; 
some want reservoirs and others 
want six lids; some want warming 
closets and others just want the or- 
dinary oven. So it behooves the 
hardwareman to first get flexibility 
in his gas line and then shout about 
it. This circular shows how to 
shout effectively. The opening talk 
gives a general summary of the line 
and gives those details that are 
most asked for by the prospective 
range buyer. The nine well-drawn 
illustrations make the sheet as good 
as a catalog. Note the care with 
which the various specifications 
have been set down and also note 
that both credit and cash prices are 
quoted. We see only one item 
which could have been better pre- 
sented, and that is No. B-18 with 
Attachment No. 55. It is not made 
clear just what this is, whether res- 
ervoir or warming closet. A cir- 
cular like this one is a true “silent 
salesman.” It explains the entire 
line. It convinces by its very com- 
pleteness. We feel, however, that 
the circular should have a strong 
heading even though the illustra- 
tions identify it at a glance. On the 
reverse side of this circular the 
Sinsel concern featured their lines 
of coal and wood ranges, so that 
the entire circular was truly repre- 
sentative of their complete stove 
line. 


An Idea That Produced the Business 


No. 2 (2 cols. x 6% in.). This 
two-column ad represents the work- 
ing out of a selling idea hatched 
by Mr. G. C. Turner, manager of 
the Turner Hardware & Implement 
Company, Blackwell, Okla. Mr. 
Turner made up his mind that the 
hardware store was the logical place 
where garden and field seeds should 
be sold in small towns where there 


Credit Price, $22.50. Cash Price, $21.37. 


Credit Price, $28.00. Cash Price, $26.60. 


Credit Price, $29.50. Cash Price, $28.02. 








ADMIRAL ALL CAST IRON. 
No. B-2-18 N. With Broiler. 
Four Burners. Weight 255 Lbs. 


Extension. 





ADMIRAL ALL CAST IRON. 
No. B-2-18 N. With Broiler and Two Lid 
Six Hole Range. 
Weight 290 Lbs 
Credit Price, $26.00. Cash Price, $2470. | Credit Price, $30.50. Cash Price, $28.97. | Credit Price, $3350. Cash Price, $3182 





ADMIRAL ALL CAST IRON. 
No. B-2-18 N. With Attachment No. 35. 
Four Hole Range. With Eight Gallon 
Copper Reservoir. Weight 300 Lbs 








ADMIRAL ALL CAST IRON. 


No. B-18 N. 
Four Hole Range. With Eight Gallon 
Copper Reservoir. Weight 275 Lbs. 








ADMIRAL TABLE RANGE. 

With Attachment No. 35. | No. AR-18N. Without Warming Closet. 

Outside Oven made from polished Steel No. AR-18 N. 
Weight 233 Lbs. 

Credit Price, $30.50. Cash Price, $28.95. | Credit Price, $33.00. Cash Price, $31.35. | Credit Price, $36.00. Cash Price, $3420. 





ADMIRAL TABLE RANGE. 


With Warming Closet 
Weight 250 Lbs. 








CITIZENS’ PHONE, 178. 





Sinsel Hardware Company, 


- «= (Cameron, W. Va. 





FARMERS’ PHONE, 21. 





Any old gas range won’t do these days 


was no regular seed house. The idea 
worked and the ad to which you now 
refer got the business. Look it over 
carefully and use it for a pattern to 
model your own ad. It did the trick 
in one town and it will repeat the 
operation in your town— if you use 
it. Mr. Turner has the good old 
spirit of helpfulness and co-opera- 
tion, for he writes, “If it helped us, 
it will help others, and you have a 
chance to put it before many mer- 
chants. Anything to help along the 
good work.” Mr. Turner, may your 
shadow never grow less. 


This Ad Will Sell Linoleum 


No. 3 (2 cols. x 8in.). After ex- 
tensive exploration and diligent re- 
search, we have discovered a hard- 
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ware dealer who is pushing linole- 
um. His name is Milt Benson and 
his address, Saranac, Mich. We had 
begun to think that all the linoleum 
was sold by furniture and depart- 
ment stores and that the hardware- 
man didn’t care a whoop about it 
either. But it would seem that he 
does, at least a few of him. Lino- 
leum is profitable stuff to push, as 
everybody sooner or later must have 
some of it. But it would seem that 
about every other article in the 
hardware store gets a crack at the 
advertising appropriation except 
the linoleum. The result of this 
could be better told if we had ac- 
cess to the books of some depart- 
ment stores and mail-order houses. 
This particular ad is a very excel- 
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Free Free Free 
spn Se cS sven 
Clip this ad. and bring it to our 
Store and we will give you a 
package of any kind of 
Flower Séed Free 


Saturday, March 21, 1914 





We havea nice fresh stock of Garden Seed 
having closed out all the seed we had Jast year. 
We have an entire new stock from the Barteldes 
Seed Co., Oklahoma City, Oklahoma, who have 
been in business for forty odd years and know 
the business. 

We solicit your seed business. Calland see 
us and get a package of Flower Seed Free whether 
you buy or not. 


5 Help to Beautify Our City by 


s Nice Flowers 


| Turner Hdw. Co. 


It did the trick in one town 

















lent presentation of linoleum. The 
cut has good attention-getting qual- 
ities and is especially good as it 
shows the article in actual use. A 
few rolls of the floor covering by 
themselves would not be half as 
effective. The text takes up the 
most important selling points in 
proper sequence and lays special 
stress on the five-year guarantee 
and no fastening feature. The price 
argument gives the final snap to an 
ad that surely helped turn the tide 
in linoleum buying. 

Putting It Up to the Local Citizen 
Straight 


No. 4 (2 cols. x 11% in.).. A few 


QUADLAID 
Linoleum 


the greatest 1m provement tn floar 
covering and the print aad 
enamel ig so thick it is 



















GUARANTEED 


by the manofacturer sot to 
wear off io 


FIVE YEARS 


Under al) reasonable conditicns it 
is so thick and heavy and 
lays so flat it 


REQUIRES NO FASTNING 
of any kind to hold ends to floor, oeitber bas it cheap 
Burlaps back as is used in other makes of lino. 
leum but is a solid comvosition all through. 
Others ask 55¢ and 60c a verd for Lino- 
leum as thick es Quadisid. Be sure 
and see Quadiaid before vou buy. 


Price only 48C YD. 












MILT. BENSON 
Saranac, Mich. Exclusive Agts- 






An ad that surely helped turn the tide 
in linoleum buying 








weeks ago we reproduced an ad 
from Fox’s Cash Store, Mt. Vernon, 
Iowa, which told of store service. 
Here’s another good one from the 
Same source. Anyone, even though 
he may be running while he reads, 
can see that the subject of this ad is 
BOOST with a big “B.” This ad is 
straight talk and ought to stir the 
blood of the most confirmed local 
pessimist. Fox backs up his own 
talk by giving a free notice to two 
of the town’s attractions, and a 
boost for some of the permanent 
features. Such an appeal as this in- 
spires more local loyalty and inci- 
dentally puts a crimp in the machin- 
ations of the mail-order house in 
this particular town. The addition 
of a little humor at the close of the 





BOOST 


E a booster. Don’t be so narrow that you can't look at the 
community's welfare which is im turn your own welfare. 
We have one of the finest towns in the state of lowa, and some 
of the finest people barring a few bonepickers and fosselbacks. 
Boost the town, the community, the Interurban, paving. the col. 
lege, your local merchant and every thing we have and expect 
to have. We won't let that man Finger get away. We need his 
ginger. U John spend 50c and hear Thorne at the Men's Ban- 
quet. A lecture with a banquet thrown in. Y we have so many 
things to boost that nobody ought to have time to kick. Mr 
if you don’t like our ways please don't hurt the town 
by staying. Move on. Remember, “Any old fish can swim 
down stream, but it takes a live one to swim up.” We are go 
ing to sta:t out by giving you a bright boost by bewildering ber 
gains seen below, bingo! here she goes. Honest Mary did you 
ever see such broncho busting bargains before? 
Kwality Hi-ln Walk-Sed Nuf. 


How is this? 22 ton car of Wire, 17 on 











For Week Ending March 28 


Saginaw, never get hard salt, per bbl. . ow -eo =e $545 
3 pkgs., 15 chews, 30 half chews, Yucatan Gum. -ee» 10€ 
1 Ib. good Baking Powder, guaranteed .. , : 9c 
7 cans fancy Sardines, nun Bet-R.....-.--..--... odiatine  25¢ 
Webster’s Mammoth 5c packet Seed®, 2 for....... . Se 
AW kinds bulk Pea seed, Beans, Corn and the famous 
mixture of Sweet Peas and Nasturtiums. 
| 50c Ironclad, heavy 14 and 16 qt., Pails, besderiz —.... 39¢ 
40c nun-betR Riva! Stee! Cut Coffee .. > 
6c bottle Swéét Jerkin Pickles, eat em. ———— 
10¢ bottle Queen Olives, B Y Z.. sia caidcealenlaal 
15c extra fancy Worcestershire Sauce. a, 
3 cans good standard Peas .. ..... -...-———----—~ 25e 
Talcum Powder smell it ..-.... — .. Be 


We have just received the largest line ‘ Easter Cards. 
Candies and Novelties, ever shown in town. C em. 

Good solid pack Tomatoes .. .... .. - sores OB 
Bayal Salad Dressing, it is good, per eal — 69¢ 
We have the largest and only complete line of Paint and 
Varnish in the community. Get our prices and com- 
pare as to quality. 

Elwood Field Fence at the unheard price of 2¢ per !b. 
Cheaper than smooth wire 

10c Standard brand Baked Beans, sumed R fine, to close 
a seine ‘in enamel 20c 


6 Ib. nice fresh ‘Ferien, try it- 00 awe nano __..25¢ 
1-2 Ib. good fresh Cocoanut — ..—.....—~--~--------.~. Be 
6 lb. bulk Starch, lots of it. eS 
Special Friday March 27; 1 Ib. “Salted Peanuts —— 





Fox’s “The Big Store” 











The subject of this ad is Boost with 
a big a 


talk and throughout the listed 
items leavens the whole ad and is 
enough to put a smile on the face 
of the community’s most confirmed 
grouch. The items are worth read- 
ing if only for the simplified spell- 
ing. 

Circular Letters Do Things for This 

Merchant 


When asked to give his opinion 
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on the subject of circular letters, 
C. T. Woodward, proprietor of 
the Woodward Hardware Company, 
Carlinville, Ill., expressed himself as 
well pleased with the results ob- 
tained from letters sent to the trade 
at regular periods during the past 
year. These letters in most cases 
quoted special prices on certain 
items. Mr. Woodward has a very 
large mailing list and uses it con- 
sistently. With the letters are usu- 
ally enclosed two or three pieces of 
literature featuring lines in which 
the firm specializes. One of these 
letters which was used during the 
latter part of 1913 is typical of Mr. 
Woodward’s ability to make his ap- 
peal personal. This letter featured 
certain items which had been pur- 
chased at a salvage sale in Indian- 
apolis. The letter is as follows: 


Dear Sir: 


THE season of 1913 will soon be 
a “thing of the past” and this is 
the last time I will bother you this 
year. 

I wish to take this opportunity 
to thank you for any favors thrown 
my way and I assure you I appre- 
ciate the same. 

For a final “wind-up” of the 
Season, I have some special bar- 
gains to offer you, as follows: 


Clothes wringers worth $2.60 for 
$1.50. 


Clothes wringers worth $3.25 for 
$2.00. 

Steel squares worth $1.00 for .25. 

Kelly axes worth .85 for .45. 

16-in. tile spades worth $1.00 
for .50. 


The above goods I bought at a 
salvage sale and, with the excep- 
tion of being discolored by smoke, 
are in first class condition. 
17-in. Japan coal buckets for $0.20 
18-in. pipe wrenches for 1.15 

Do not forget that we have on 
our sample floor a complete line of 
Globe heating stoves, cook stoves 
and ranges and we will be pleased 
to show you their good qualities. 

Again thanking you for the lib- 
eral patronage given me in the past 
and trusting that the year 1914 will 
be a prosperous one for you, I re 
main, Yours respectfully, 


C. T. WOODWARD, 
Proprietor. 


AT A MEETING OF THE STOCK- 
holders of the Lincoln Stove Co., Fre- 
mont, Ohio, the following directors 
were elected: E. B. King, M. Gal- 
lup, Frank M. Gallup, T. L. Van Al- 
styne, F. J. Swint, J. F. Gottron, Jr., 
John McMinn. These in turn elected 
the following officers: President, E. 
B. King; vice-president, F. J. Swint; 
treasurer and general manager, John 
McMinn; secretary and _ assistant 
treasurer, Geo. H. Engler. 
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EDITORIAL COMMENT 


Retail Hardware Salesmanship 
N retail hardware salesmanship, as in every 
other vocation, there are two kinds of help— 
the conscientious and painstaking and the careless 
and indifferent. 

The poor hardware salesman may develop into 
a good one if he so chooses. It simply is a matter 
of discretion with him, as it is with any other em- 
ployee. If he is wise he will become a good sales- 
man, for it is those who are numbered in that 
class who are remembered by their employers 
when a vacancy occurs in a higher position. Pro- 
motion, of course, depends on efficiency. 

A good hardware salesman may be as much 
better than the average as the best paid commer- 
cial traveling man is superior to the cheapest 
drummer type. He must, however, learn how to 
become a good salesman, after which, through cul- 
tivation of tact and the acquiring of knowledge 
and capacity for work, the field may open wide to 
his ambitions. 

One of the first things to be learned is honesty. 
There is no other road to the broadest, most last- 
ing success. To be honest in the full sense of the 
definition is not so easy as it might appear, either. 

You are not honest with your employer if you 
are in the position of trying to sell his goods with- 
out knowing how to do it. You are not honest 
with your customer if you haven’t knowledge of 
the goods you are handling. Through your ignor- 
ance of things which he expects you to know you 
may swindle him irreparably. 


Salesmen Mainspring of Establishment 


HE salesmanship represented in a retail hard- 
ware store is the mainspring of the business. 

Nothing in the establishment would move were it 
not for the salesman. Primarily, the duty of the 
salesman is to sell goods. But in selling these 
goods he is in the position of trying to make a 
profit for his house, and in doing so to send a 
pleased customer home who will come back again. 
That still broader opportunity is open, too, which 
will bring that customer back, asking that the 
man who waited on him the last time shall attend 
to him again. That is one of the competent sales- 
man’s best assets—his ability to bring repeats. 

What is it which will prompt such an inquiry? 
The salesmanship of the salesman, nothing more. 
What is this salesmanship? Everything that the 
salesman may learn and feel and know, tem- 
pered by personality, judgment, tact, resource and 
diplomacy. 

The ambitious clerk never should forget his 
loyalty to his employer. 


A “sore” clerk opens the door to trouble when 
he permits his customers to know he is disgrun- 
tled. 

Familiarity in salesmanship, as in social af- 
fairs, breeds contempt. 

No customer should stand without receiving at- 
tention; the good and tactful clerk will at least 
show him that he is aware he is waiting. 

The use of slang in addressing customers often 
is a good way in which to drive away trade. 

Literal rules are, of course, framed to be 
obeyed. The ambitious clerk will not be content 
with merely obeying them. 

Salary depends largely upon sales. Class sales 
and not voluminous ones make the better impres- 
sion. Any salesman can sell a carluad of $2 shirts 
for 10 cents each. . 

A short luncheon hour on a busy day should 
give no cause for complaint. A short lunch is 
better than no lunch. 

Bear in mind your customers, no matter how 
well they may know you, are not interested in 
hard-luck stories. They, too, have their own trou- 
bles, and you wouldn’t be interested in hearing 
them. 

The old customer is the most valuable. He should 
receive the same close attention accorded new cus- 
tomers. 


Never Misrepresent Goods 


HE salesman who knows his business never 

will misrepresent his goods. Such misrep- 

resentation rings the death knell of many enter- 
prises. 

It may be a little unpleasant to have to serve a 
“cranky”’ customer. Sometimes, however, silence 
is golden and he may be able to teach you some- 
thing. 

Bullying the office boy is bad form. There have 
been cases where the office boy in later years has 
“fired” the overbearing clerk. 

The wise salesman knows there are other wise 
salesmen. Knowing this, he appreciates the fact 
that some one else could fill his place. 

The salesman who pushes his goods in and out 
of the store, is the one who first realizes his ambi- 
tion. 

All these things anticipate that your honesty as 
a salesman is your chief capital on which to work. 
If you can’t believe in your goods, find another 
job where you can believe in them. Your lack of 
faith in the goods you sell sooner or later will un- 
dermine you. 

Having the goods in which you have faith, stand 
by them. Learn all you can about them—about 
their manufacture, their quality, durability and 
pleasing possession. Having this pride in the 

















April 9, 1914 


goods you sell, you can’t help showing it both to 
employer and customer in your handling of them, 
replacing them neatly, and keeping things in ship- 
shape order. Your manner in speaking of them 
will carry conviction to the extent that you know 
all about them. Out of this condition you will 
hear your customer asking, “Now, what is your 
opinion as between this and this?” When that 
question is propounded to you it is a most flatter- 
ing tribute to your salesmanship. Store these 
things in your mind—they are invaluable as a 
stimulus to confidence. 


Overconfidence a Danger Sign 


EWARE, however, of overconfidence. There’s 

something wrong with you when you begin 

to feel that you are IT. It is a weakness in your- 

self and unfair to your fellows. It begets a feel- 

ing eventually that your chances lie in your abil- 
ity to overshadow others. 

Cultivate the ability to remember faces and to 
call the customer by his right name. If you can, 
remember his address. Small as these things may 
seem, they are extremely vital; human nature 
never will rise above the implied compliment. 

Your tactfulness will come of your own educa- 
tion of yourself in dealing with all sorts and con- 
ditions of people. You will have learned more 
when you have seen the cranky person home sat- 
isfied, than you can have learned of scores of 
easily pleased customers. 

There is a distinction to be made here and a dif- 
ference to be recognized when you meet the buyer 
who knows exactly what he wants. Sell him that 
thing he insists upon having. In doing so there is 
nothing inconsistent with honesty. If you have 
had a chance to express yourself as you feel, it will 
have been in favor of something else; you need no 
argument in letting the person have the thing he 
insists upon buying. If he should return with a 
possible complaint it will be well if you have had 
a chance to say something when the sale was 
made. Recall your speech, tactfully, and your next 
sale, in all human probability, will be the goods of 
your own choice. 

Keep track of the advertising matter of your 
store. Nothing is more irritating to a customer 
than to call for an advertised line and discover 
that you never heard of it. Concentration is one 
of your greatest assets. Be a part of the organ- 
ization which is furnishing you employment and 
opportunity. Remember, too, that the store gives 
you the employment; you must find your own op- 
portunity. You can be a half salesman with a 
great deal easier than you can get into it. 

a whole one. You can get out of a position a 
great deal esier than you can get into it. 

Said Emerson: “Courage, perseverance, pa- 
tience are the great fortune finders. If aman has 
these qualities he will find himself too liberally en- 
dowed to be overlooked by her.” 

Said Moody: “Sitting under a cherry tree with 
one’s mouth open won’t catch much.” 
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Opportunity the Salesman’s Stimulus 
HE main object in becoming a salesman is to 

look for wider opportunities in business. Your 
salary may not be large, but you are learning. 
In the Old World the salesman must come with 
lineage and tried honesty of purpose and serve 
his long apprenticeship to trade almost without 
compensation. Your opportunity, to the extent 
that you grasp it, is worth more than money. 
Search for ideas and use them; try them out as 
you find opportunity. Do these things better than 
you have been expected to do them. Never mind 
whether you are watched and rewarded on the 
moment. 

Your opportunity and your reward will come 
when you are an employer or a manager of a busi- 
ness with which you are familiar and in which 
you have a pride and confidence. 

Before you can become either, however, you 
must first be a good salesman. 


Making the Navy Useful 


gi HE navy as an expense account has been as- 

sailed from so many different sources that it 
is exceedingly refreshing to hear plans which will 
make part of it a producer even in Times of Peace. 

The proposition of Senator Weeks, of Massachu- 
setts, to use the United States cruisers Birming- 
ham, Chester, Salem, Columbia and Minneapolis 
for carrying mail, passengers and freight to 
South American Pacific ports, through the 
Panama Canal, is well worth considering. 

We have built a great Isthmian Canal at enor- 
mous cost and have practically no international 
commerce to carry through it. As matters stand 
England and other foreign countries will derive 
greater benefits from the canal than will the build- 
ers of that great waterway. 

The speedy cruisers named by Senator Weeks 
are not of any particular offensive fighting value. 
They were built for scout purposes, and their use 
in the commercial manner proposed would not 
impair their utility in the navy. 

Their use in this novel commercial manner 
would give us an entering wedge in the South 
American trade and there would be no question 
about tolls in their case, for they are Government 
vessels. 

It is food for thought. The cost of the Panama 
Canal and the cost of the United States navy since 
the war with Spain, coupled with the running 
expenses of the government, would have bank- 
rupted a less prosperous nation. Any reasonable 
proposition to put some of the ships of our navy 
to a practical use is attractive and this proposal 
is doubly so, inasmuch as it in no way weakens 
the fighting power of the fleet. 

The Weeks proposal derives additional interest 
from the fact that its author is a graduate of 
Annapolis and is particularly friendly to the navy. 
He is also a business man of unusual prominence. 
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weaker. 


mills are running to 75 per cent. of capacity. 
The New York market is quiet, and such 
lines as rope, naval stores and window glass 
show no animation. 

Linseed oil prices are unchanged but 











Office of HARDWARE AGE, 
Pittsburgh, April 6, 1914. 


t egr opening of April finds condi- 
tions in the iron and steel and 
hardware trades in anything but a 
satisfactory condition. In fact new 
buying in steel products is probably as 
light at present as it was in Novem- 
ber and December of last year and 
these were the two dullest months in 
1913. The only exception to this is 
in tin plate for which specifications 
against contracts are heavy, and the 
tin plate mills are running to nearly 
full capacity. 

The unsatisfactory conditions in 
the heavy steel trade also prevail in 
the lighter manufactured articles 
and in the jobbing and retail hard- 
ware trades. Jobbers report that 
goods are not moving out as freely to 
the retail hardware trade as they ex- 
pected, and local retail hardware 
dealers say their trade with consum- 
ers is only fairly satisfactory. At 
the same time the opinion prevails 
that before April is over there is go- 
ing to be a good buying movement in 
nearly all kinds of material, and that 
both the jobbing and retail hardware 
trades will feel the benefits of it. As 
soon as the frost is out of the ground 
and the country roads are passable 
again farmers will get busy making 
improvements upon their farms, 
which should create a good deal for 
wire fencing and other products 
which the farmer uses, and it will 
also help the new demand for roofing 
and siding sheets, pipe, wire nails 
and many other steel products that 
are used in outdoor work. 

In some circles the opinion is that 
the railroads are overplaying the 
game and that they are making a 
hard effort to get the much discussed 
freight advance by trying to make 
conditions appear really worse than 
they actuelly are. Only this week the 
Pennsylvania railroad and also the 
Pennsyivania lines west have an- 
nounced that more trains will be 
taken off and there has also been a 
further laying off of men in the Al- 
toona, Pa., and the Pittsburgh shops. 

No man studies the business situa- 
tion more carefully or with more 
ability than Henry C. Frick. While 
in Pittsburgh last week Mr. Frick 
made the statement that the outlook 
for business is not satisfactory, but 
he believed that if the railroads were 
granted the 5 per cent. advance they 


want it would very quickly make busi- 
ness better. The outlook for building 
in the Pittsburgh district this year is 
good. Work will start in a short 
time on a mammoth hotel ta be known 
as the William Penn and which will 
be built on property owned by Mr. 
Frick. It is expected that contracts 
for most of the equipment, including 
the hardware and other materials, 
will go to Pittsburgh concerns. The 
erection of the hotel is expected to 
cost about $2,000,000. 

There has been no _ important 
change in prices in the past week, 
but the tendency is toward lower 
values. The heavier lines, such as 
plates, structural shapes, steel bars 
and sheets, are showing some weak- 
ness. The mills are now willing to 
take orders at about present prices 
for delivery through second quarter. 

At the meeting of the Pittsburgh 
Retail Hardware Association held 
here recently reports made showed 
that the retail hardware trade was 
fairly good, but the volume .of sales 
is not as heavy as expected. It is 
believed there will be material better- 
ment before April is out, and this is 
also the opinion of the local jobbers. 
It is not believed, however, that gen- 
eral business over the next three or 
four months will be as good as ex- 
pected. 


WrirE Naits.—Makers of wire nails 
look for a heavier demand in April 
and jobbers and retailers also expect 
a larger business from customers. 
Outdoor work will be taken up ac- 
tively within a short time as the frost 
is pretty well out of the ground, and 
this will quickly be felt in an in- 
creased demand for nails. Prices 
are fairly strong, but the expected 
announcement of an advance has not 
been made, and in fact very little has 
been heard of it for some time. 

We quote wire nails as follows: in car- 
load lots to jobbers, $1.60 base; carload 
lots to retailers, $1.65 base; f.o.b. Pitts- 
burgh, freight added to point of delivery. 
Jobbers charge the usual advances over 
these prices for small lots frorn store. 

Cut Naits.—There is a fair new 
demand for cut nails, but mostly in 
small lots, and the mills report speci- 
fications from jobbers are not satis- 
factory. The market is not very 
strong on the $1.65 basis. 


We quote nails at $1.65 per keg in 
carload and larger lots to jobbers; car- 
loads to retailers, $1.70, f.0.b. Pittsburgh, 
terms 60 days, or 2 per cent. off for cash 
in 10 days, freight added to point of de- 


livery. 
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FENCE WIRE.—For some reason the 
trade is putting off its purchases of 
fence wire longer than usual and the 
new demand is not heavy. Buyers 
are now placing orders for stock and 
a heavier business is looked for in 
April. Jobbers are placing orders 
only for small lots, believing that 
prices will be as high as they will go 
for some time. Prices are fairly 
strong with no indications in sight of 
an advance. 

Prices in effect are as follows. An- 
nealed fence wire in carload lots to job- 
bers, $1.40 base; galvanized, $1.80, with 
the usual advances charged to jobbers for 
small lots from store. 

BarRB WIRE.—Stocks of barb wire 
held by retailers are low and the few 
weeks of good weather would no doubt 
stimulate new demand a good deal. 
It is expected that before April is 
out demand for barb wire from both 
jobbers and retailers would be a good 
deal heavier. There is no change in 
prices, which are only fairly firm. 

We quote painted barb wire to jobbers, 
$1.60 base; galvanized, $2.00 in carloads 
to jobbers, usual terms, freight added to 
point of delivery. Jobbers charge the 
usual advances for small lots from stock. 

Tin PuiatTe.—Makers of tin plate 
report that there is no let-up in the 
heavy specifications that have been 
coming in for some time and the tin 
plate mills are running to nearly full 
capacity and are shipping out their 
product about as fast as made. The 
new demand is quiet, as all consumers 
of tin plate have covered their needs 
for practically all of this year. 

We quote 100 Ib. cokes at $3.30 to 
$3.40 and 100 Ib. ternes at $3.20 to $3.30 
per base box f.o.b. Pittsburgh, prices de- 
pending largely on the size of the order. 

IRON AND STEEL Bars.—The new 
demand for iron and steel bars is 
light, and specifications against con- 
tracts at present are not nearly as 
heavy as they were in February. 
Mills report that the new demand 
for steel bars for reinforcing pur- 
poses is quite active. On desirable 
orders steel bars are being sold at 
1.15c. and common iron bars, 1.35c. 
or less, f.o.b. Pittsburgh. 


We quote steel bars for prompt or for- 
ward delivery at 1.20c. to 1.25c. and com- 
mon iron bars at 1.35c. to 1.40c. f.o.b. 
Pittsburgh; the mills usually charge $1 
extra per ton for twisting # in. and 
larger steel bars and $2 extra for % to % 
in. 


SHEETS.—There is only a fair new 
demand for both black and galvan- 
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ized sheets, but new orders in roofing 
and siding sheets are heavier and the 
mills look for a good increase in vol- 
ume of business in sheets during this 
month. Most of the mills are accept- 
ing contracts for second quarter de- 
livery on the basis of about 1.95c. for 
28 black and 2.95c. for 28 galvanized, 
but in some cases these prices have 
been slightly shaded. On an average 
the sheet mills are running to about 
75 per cent. of capacity. 


Makers’ prices for mill shipment, on 
sheets of U. S. Standard gauge, in carload 
and larger lots, on which jobbers charge 
the usual advance for small lots’ from 
store are as follows, f.o.b. Pittsburgh, 
terms 30 days net or 2 per cent. cash dis- 
count in 19 days from date of invoice: 


Blue Annealed Sheets 


Cents per Ib. 
SP ae a ae a 1.40 to 1.45 
CL re 1.45 to 1.50 
FS eee 1.50 to 1.60 
ee ee ee ee we asus 1.55 to 1.65 
wf £ fia eee 1.65 to 1.70 


Boz Annealed Sheets, Cold Rolled 


ee ee Or eh, gk kv oe 6d ee and 1.60 to 1.65 
SN ee 1.60 to 1.65 
OD ae eee 1.65 to 1.70 
a es ce eee 1.70 to 1.75 
ke gO 1.75 to 1.80 
RS ee 1.80 to 1.85 
ee os 6 a we ea den 1.85 to 1.90 
 & Bere ee eee 1.90 to 1.95 
NN a ha Bs a oe 1.95 to 2.00 
 ¢ aS ee 2.00 to 2.05 
le Ut bec sadbaansnedeecwn oun 2.10 to 2.15 
Galvanized Sheets of Black Sheet Gauge 
eh ee ee Bs vccaveeseeees 1.95 to 2.00 
eee eee 2.05 to 2.10 
ee 2 rr re . . . aeeue dere 2.05 to 2.10 
ns ss cee eas 2.20 to 2.25 
EE en sk ge wine wai 2.35 to 2.40 
ee oda ae wales 2.50 to 2.55 
RS Eee 2.65 to 2.70 
a eres eee ee 2.80 to 2.85 
i i a wd oe Bia ga 2.95 to 3.00 
Fee ees 3.10 to 3.15 
eT a 86 ti ee 6b ks ooo ww 08 8's 4 3.25 to 3.30 

Nuts, BOLTS AND RiIvets.—The 


new demand for nuts and bolts from 
the jobbing trade to the mills is only 
fair as the jobbers are carrying 
pretty heavy stocks, and the new de- 
mand from the retail trade has been 
light for some time, stocks of jobbers 
moving out rather slowly. The new 
demand for rivets is only fair, as the 
boiler and structural shops are not 
very busy. A material increase in 
new demand for nuts and bolts and 
also for rivets is expected this month. 


We:quote button-head structural rivets 
at $1.65 to $1.70 and cone-head boiler 
rivets at $1.75 to $1.80, in carload lots, an 
advance of $2 to $3 a ton over these prices 
being charged for small lots, depending 
on the order. Terms are 30 days net, less 
2 per cent. for cash in 10 days. The new 
discounts on nuts and bolts effective from 
February 5 are as follows in lots of 300 
ib. or over, delivered within a 20c. freight 
radius of makers’ works. 


Coach and lag screws....... 80 and 5% off 
Small carriage bolts, cut 

Oe ee ie hae ow bbb 80% off 
Small carriage bolts, rolled 

ary eee 80 and 5% off 
Large carriage bolts........ 75 and 5% off 
Small machine bolts, cut 

oie hit o's nt ley 80 and 5% off 
Small machine bolts, rolled 

EE ee Se eke kb awe Y 80 and 10% off 
Large machine bolts....... 75 and 10% off 





Office of HARDWARE AGE, 
New York, April 7, 1914. 


RDERS for seasonable goods are 
the most favorable factor in the 
hardware market. There are dis- 
tributors in these lines who are find- 
ing the volume of output fully as 
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CORRUGATED ROOFING SHEETS BY WEIGHT 








Gauges, cents per Ib. 
Painting: ; 29 25 7 - 19 to24 12to18 
ees GE GED occ ccc ewt tivieiocss eeoe 0.1 0.10 0.05 
o ate eg PT b66 th eeseee cen das owe er 0. oS 0.15 0.10 
ie ng: 
, 2%, 3 and 5 in. corrugated......... 0.05 0.05 0.05 0.05 
2° V-crimped without sticks........... 0.05 0.05 0.05 seen 
5 CO 056 GR; GUPTUREOG. cccccccccccece 0.10 0.10 0.10 
3, V-crimped without sticks........... 0.10 0.10 0.10 
Pressed standard seam, with cleats. as 0.15 0.15 
Plain roll roofing, with or without cleats 0.15 0.15 0.15 
ee See CE 0c 0 6 660066660604 66% 0.20 0.20 0.20 
i... reo 0.25 0.25 
ee ek eh ee ee ee 0.25 0.25 
Rock face brick and stone siding...... ee 0.25 0.25 
Roll and cap roofing, with caps and cleats 0.25 0.25 Per 
Roofing bynes Fite bet -_ Wes cece ea 0.25 0.25 
Ridge roll an ashing (plain or corru- 
ented) atta reas eS eae ewe 0.65 0.65 0.65 
Machine bolts, c.p.c. and t Reamed and Drifted 
UE, GUNES cc eter ceccsesccceces 80% off Steel 
Machine bolts, c.p.c. and t 1 to 6 thane ndeie ete 17 69 
— ge se passat gr 75 and 5% off GE RGAE PIs Bt es 
uare hp. nuts, blanked an 2'y * alas a aad 76 
“taaped ee ee ek 6 a abil $6.30 off list e 6, ap 
rye nuts .. ag ee ae .$7.20 off list ron ™ 
.p.c. and a sq. nuts, blanke el reer 70 
_ |e $6.00 off list 3. iC a rel i ala 70 59 
Hexagon nuts, 5 and larger..$7.20 off list 1%, lap .............0-02+++ 54 43 
Hexagon nuts, smaller than 1 * PD si bneebeseseesonewe< 65 54 
its st chaebbeth a enee eke $7.20 off list ty Een aps ne ee 66 56 
C.p. plain square nuts........ $7.80 off list 2%, 4 I 8 ge ar 68 59 
C.p. plain hexagon nuts...... $5.50 off list 
Semi-fin. hex. nuts, 5 and Butt Weld, extra strong, plain ends 
. vn ger i cit dalla ite rt .85 and 5% off Steel 
mi-fin ex. nuts, smaller 
"ee Oe... . +22, $5,10and10% off er % and %.....-.--.----. 67 57 
aeeuan 7/1 6x64 smaller yy, eseeeee#eeee#eee#ees#feee#e#e#heeenreeeee#s###e 72 66 
, 2s 
OG GOTO .ccccccecs 80,10 and 5% off M% aes a Lb a 
Rivets, metallic tinned, Ga Geer G@reeeeoaee@eeeaeseedeedceeweaede € 
2 eee 80,10 and 5% off Iron 
Rivets, tin plated, bulk. .80,10 and 5% off 3, 63 52 
Rivets, metallic tinned, aa he 6884 Bea ae 62 e Oe ee ea 2 ee €. 36 @ 67 60 
CO err 80,10 and 5% off 8, to 1 i, update aieaiiel ema nee 71 62 
Standard cap screws....70,10 and 10% off 3* d si, eee ee ee 72 63 
Standard set screws... .75,10 and 10% off pid mean apd ig Agi a ki ty 
L Weld, extra strong, plain ends 
STANDARD Prpr.—Reports that the aad = 
National Tube Company had received 2 eee e cee ceeeeceeeneeeeeees 73 65 
an order from the Hope Natural Gas 7/9 [0 @-::cccrtttrecc es 
Company of this city for 45 miles of 7 to 8 ....... cc cece ee eee ees 67 57 
16-in. pipe are incorrect. It is ex- D Ue 4 ok 6b Radoenieeeeenns 62 52 
pected that in a short while the Hope Iron 
company will buy 30 to 35 miles of 1% ......... cece eee eee eeee 65 59 
. . . ere ere ere 66 58 
16-in. pipe. Mills report that the de- gijg' git i iiiiiiiiiiiiiit: 70 61 
mand for line pipe for-gas and oil 4% to 6..........20eeeeeeee 63 60 
lines from Oklahoma and other West- (092 (1:./01IDIIIIIII 88 @ 
ern territory is only fair and is 
mostly for small lots. Discounts on 2tt Weld, double oe strong, plain ends 
both iron and steel pipe are only yw .............0... Le... 62 56 
irlv well held. SE ee a at Sere a5 59 
ated eld PO cca xckeccckcavives: 67 61 
Butt Weld Iron 
OO le 57 49 
es ‘ ery oe x ON SOs cs caeas dntednetese 60 52 
ee nee GE Ee ras nore ns acenepnn: s & 
% tO 8.....- eee eee ee eee. 79% Lap Weld, double extra strong, plain ends 
Tron Steel 
D eeu ca ceed ceueeiaenueed 63 57 
and Pets es kenekehe Cerra y+ BO] are eee 65 59 
ete sb psarenabioceentin 56 $1 tO 6... .. seen renee eens. 64% 58 
i, to 2% DELON TE 79 61 T Ue Weed vb bane 6s ceeweovense 57% 47 
Lap Weld : Iron - ‘ 
Steel , SR Bit vsevs snes sdaeeeada ie 
Rem enegr ss <iet xeeeees ane et: iit . 414, to Ditkesivdenens Pes io 59 53 
ee eee eee renee cece 7t EERE RO 4 
5 antares enema 751, «6B . 
2 ar ee 52% oe To the large jobbing trade an addi- 
tional 5 and 2% per cent. is allowed over 
Tron the above discounts. 
De cbudohtls ei aeede.wWn nara 56 45 The above discounts are subject to the 
Se <i ian ee tele ce aga t hak wae 67 56 usual variation in weight of 5 per cent. 
PEP aS as er eee 68 58 Prices for less than carloads are two (2) 
Ng ee atl ahlnidelallats 70 61 points lower basing (higher price) than 
. & | Seen ss 70 61 the above discounts on black and three 
We ee oi eed ote daeecasann 68 55 (3) points on galvanized. 
e 





large and in some kinds of articles 
larger than heretofore, in one class 
a third greater than last year. 

This is accounted for by the ex- 
ceptionally favorable conditions re- 
lating to both growing crops and the 
outlook for seed yet to be sown, be- 
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cause of excellent soil conditions. 

Last season the demand was not up 
to standard because of adverse 
weather conditions. This season 
promises to be very much better, and 
barring circumstances not now fore- 
seen or expected, there should be 
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great improvement in these lines. 
Some manufacturers of farm and 
garden implements are crowded to 
make deliveries according to agree- 
ments. 

The output of steel goods and farm- 
ing tools generally, wire cloth and 
poultry netting, shovels, spades and 
scoops, mowers and the like, have 
been in good request, with a good, 
healthy market and not attributable 
to indiscriminate price cutting to get 
business. 

The low ebb in stocks in manufac- 
turers’ and distributors’ warehouses 
is not conducive to any material cut- 
ting of prices. 

The situation in mechanics’ tools, 
builders’ hardware, window glass, 
cordage, paints, etc., is different and 
not favorable, 

Collections are slow and very un- 
satisfactory, with great room for im- 
provement. The banks are gorged 
with money, but the security must be 
excellent to get it. Some bank offi- 
cials are endeavoring to interest out: 
siders, Canadians, for instance, in the 
negotiation of loans at a concession 
from Canadian bankers’ rates, for 
which bankers are willing to make 
some sacrifice in profits. 

Commercial conditions in Canada, 
however, especially in the western 
territory, are not very good, owing to 
over-expansion from which there has 
been considerable reaction. The situa- 
tion there is better in the eastern sec- 
tion. 

A reasonable amount of good spring 
weather, it is hoped, will at least serve 
as a stimulus in many ways. Likewise 
a more favorable governmental atti- 
tude toward the railroad question, the 
deferring of some economic questions 
for settlement, at least until business 
has had time to recuperate, less 
pressure on both domestic and foreign 
trade plans and a more favorable solu- 
tion of the troublesome Mexican ques- 
tion, will help business. 


WIRE Naiits.—There is but little 
doing in the distribution of wire nails 
in this market, and, although April is 
young yet, the month has not opened 
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MORE pronounced activity is no- 
ticeable in the Central States in 
seasonable goods in light materials, 
while the demand for heavier lines con- 
tinues normal. The delivery of spring 
goods and sporting commodities is 
moving with greater freedom than has 
been the tendency for some weeks 
past, and it seems to be the consensus 
of opinion in wholesale and retail cir- 
cles that the present demand will be 
further stimulated as the season ad- 
vances. In such lines as tents, fishing 
tackle and other summer require- 
ments business for future delivery is 
being placed in fair quantities. 
Real spring weather has shown 
more than the usual tardiness, and in 
some respects this has been a draw- 


up with much in the way of orders. 
Usually the first of a month, and es- 
pecially at this time of the year, in 
nails particularly, there is an influx of 
orders, held over from the closing 
days of the preceding month. The 
recent weather has favored construc- 
tion work, but there is very little do- 
ing in building that requires nails. 

Wire nails, out of store, are based on 
$1.85 to $1.90 per keg. 

Cut NaiLts.—The nail market is 
about on its customary parity with 
wire nails, specifications being very 
moderate in amount and chiefly to sort 
up depleted stocks and maintain 
necessary assortments. 

Cut nails, out of store, range at $1.80 
to $1.85 per keg base. 

Rope.—There is continued inactivity 
in the rope market, with purchasers 
exhibiting but slight interest in the 
Manila fiber offerings from the Philip- 
pines. The primary market in Manila 
is obviously disinclined to force sales 
because of the views of manufactur- 
ers at present. 

Prices on Manila rope are unchanged, 
on the basis of 12%c. for first grade and 


11%4%4c. per lb. on second grade, from job- 
ber to retailer. 


NAVAL STORES.—The market for 
naval stores is disappointing, and 
there is slight interest observable in 
turpentine. The primary market is 
merely steady, which serves to em- 
phasize the characterless situation in 
New York, there having been few 
sales in Savannah for some days. 
However, there are some favorable in- 
dications, which better weather is 
helping, because of better opportu- 
nities for out-of-door work, in paint- 
ing and other lines. 

Spot turpentine is 48@48l4c. per gal. 

Rosins are easier for some qualities. 
Common to good strained, on the basis 
of 280 lb. per bbl. is held at $4.15 and 
D. grade at $4.25 per bbl. . 

WINbDOw GLASSs.—Trade in this sec- 
tion is both tame and dull. Merchants 
are not disposed to buy for more than 
actual necessities, and lower prices, it 
is believed, would not make any ap- 
preciable difference in the volume of 





back. The seasonable expansion, how- 
ever, in retail business compares fa- 
vorably with that of a year ago. This 
condition is encouraging, for at this 
time a year ago business was above 
normal. 

Collections are reported fair. Pay- 
ments through the banks in March es- 
tablished the record and those for the 
past week exhibit substantial gam 
over the same period a year ago. 

The wire trade has unquestionably 
fallen below the ordinary standard of 
activity that prevails in the spring pe- 
riod. This slowness in -the develop- 
ment of new business is not equally 
true of all of the wire products. In 
fact, it is apparent, more because 
March and April are ordinarily the 
peak months of the year, and at the 
present time the volume of business is 
only average. The seasonable demand 
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business. Everybody seems to be 
waiting and stocks are about normal. 
Collections are referred to as slow 
and some responsible managers say it 
is long since they were worse. The 
American Window Glass Company 
has ceased operations at one of its 
plants indefinitely, and it is reported 
that several of the hand plants will 
draw fires before the end of the wage 
scale year. 

Window glass in the New York market 
is 90-20 per cent. on single thick and 
90-25 per cent. discount on double thick, 
from jobbers’ lists, with some quotations, 
both higher and lower, according to 
quality and seller. 

BUILDING PAPER.—There are some 
irregularities in the market for build- 
ing paper and trade is referred to as 
off. This has led some merchants to 
quote their product direct to consum- 
ers, instead of through the wholesale 
merchants, as customary. The market 
for tarred felt seems to be in a 
healthier condition, and the demand 
is quite good for this season of the 
year. 

Rosin sized sheathing ranges at from 
$30 to $32 per ton; deafening felt, at $45 
to $47 per ton and one ply tarred felt at 
$34 to $35 per ton; two ply at 48c. per 
roll and three ply at 68c. per roll. 
Slater’s felt varies at from 60c. to 80c. 
per roll, according to quality. 

LINSEED O1IL.—Card prices are un- 
changed, but are not firm and haven’t 
been for some days. There has been 
a downward reaction in the price of 
flaxseed of about 5c. bushel in the 
Northwest markets recently, of which 
about 3c. has been regained. At the 
same time there has been a temporary 
weakening and decline in European 
markets for seed and oil, with consid- 
erable strength regained later. Lin- 
seed oil conditions are decidedly un- 
satisfactory from the sellers’ stand- 
point, as prices are several cents be- 
low what the market should be, if 
based on current market prices for 
raw material. 


Linseed oil, raw, city brands, is 54c. 


per gallon in 5 or more bbls. and 55c. in 
less than 5 bbl. lots. 

State and Western oil is quoted at 5lc. 
per gal. in car loads and 52c.@53c. in less 
than carloads, with the latter quotations 
not decidedly firm. 





for special lines, such as poultry net- 
ting, clothes line wire and similar 
products that go into the spring reno- 
vating process, is fairly good and fills 
out the manufacturing schedule of the 
finishing mills where other demand is 
falling short. 


WIRE NAILs.—The decrease in busi- 
ness has been less noticeable perhaps 
in connection with wire nails than 
elsewhere. The inquiry of the govern- 
ment for its annual navy yards’ re- 
quirements is of conspicuous interest 
at this time. Building operations are 
really better than was anticipated, and 
many who find their funds lacking oth- 
er investment are seeking for real es- 
tate building propositions. 

Carloads to jobbers, $1.78 base: car- 
loads to retailers, $1.83 base; less than 


carloads to retailers, $1.93 base, all f.o.b. 
Chicago. 
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Bars WIRE.—Country demand for 
barb wire is only moderate. Reports 
from jobbers indicate only fair sales 
and country dealers are complaining 
somewhat of the backwardness of the 
season. Chicago quotations are as 
follows: 


Carloads to jobbers, painted, $1.78, 
base; galvanized, carloads to jobbers, 
$2.18, f.0.b. Chicago. The regular ad- 


vance to retailers and for small lots. 


FENCE WIRE,—The conversion of 
other forms of fencing into the more 
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| Pgponen business is making head- 

way less rapidly than it should 
at this time of year, though the ad- 
vancing season is bringing a grad- 
ual increase in the general demand, 
and the continued dullness in some 
lines is offset by activity in others. 
The general mercantile situation 
outside of the hardware trade is 
said to be unsatisfactory, and a new 
note of pessimism is heard in some 
quarters. How much of this is 
due to actual experience, and how 
much to disquieting rumors or fail- 
ure of extravagant hopes, is diffi- 
cult to estimate, but there is a lit- 
tle less confidence as to the out- 
look, and the tendency to build up 
more complete stocks has partially 
disappeared. 


Hardware Store Suffers 
Loss by Collapse 


HE Edwards and Chamberlain 
Hardware Company, Kalama- 
zoo, Mich., sustained a considerable 
loss Wednesday, April 1, when one 
of the racks in the iron room de- 
partment gave way under an over- 
load and tore out about thirty feet 
of the wall of the building. 

The iron room was located in a 
one-story brick building adjoining 
the main plant. Stock was carried 
against each wall and through the 
center of the room. The supports 
of the center rack gave way under 
an excessive load precipitating that 
stock against the outer wall of the 
structure. A frame building cov- 
ered with sheet iron and used as 
an oil storage warehouse was com- 
pletely wrecked by the falling wall. 

Work was immediately begun 
clearing away the débris and the 
firm expected to commence shipping 
from this room in two or three 
days. The end wall was thrown 
badly out of plumb by the accident 
and will probably have to be torn 
- down. At the time the representa- 


permanent types of wire fence serves 
to maintain a moderately good volume 
of business in fencing despite the gen- 
eral lack of interest. The demand for 
steel fence posts grows steadily and 
an increasing number of uses are be- 
ing developed where the steel post is 
finding an exclusive field. For fence 
wire and plain wire for fabricating 
into fence, Chicago quotations are as 
follows: 


_ For fence wire, f.o.b. Chicago, jobbers, 
in carloads, annealed, $1.58: galvanized, 


While commercial money is said 
to be plentiful, and interest rates 
are lower than a few months ago, 
collections have shown very little 
improvement. Moreover, money for 
permanent investment is scarce, and 
uncertainty of the effect of recent 
legislation is retarding both mer- 
cantile and industrial development, 
while uncertainty of employment 
curtails expenditures among labor- 
ing and salaried people. Probably 
the principal direct cause of the 
present hesitation is curtailment of 
expenditures by the large corpora- 
tions. 

On the other hand, country re- 
quirements are more strongly in 
evidence than ever. Work is being 
resumed on many outside construc- 
tion contracts, and building in most 
localities is rapidly approaching 
normal. Crops are coming on fine- 
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$1.98; retailers, carloads annealed, $1.63; 
galvanized, $2.03. Retailers, less than 
carloads, annealed, $1.73; galvanized, 
$2.18; staples, bright, in carloads to job- 
bers, $1.78; galvanized, $2.18. Carloads 
to retailers, 5c. extra, with an additional 
advance of 10c. for less than carloads. 
LINSEED O1L.—The demand for lin- 
seed products continues to be good, 
and the schedule in effect to-day, f.o.b. 
cars Chicago, and subject to change 
without notice for strictly pure old 
process linseed oil is as follows: 
Carload lots, raw, 50c., boiled, 5l1c.; 5 


or more bbls. raw, 53c., boiled, 54c.; less 
than 5 bbls., raw, 55c., boiled, 56c. 





ly, and some of the early vegetables 
have already been profitably mar- 
keted. Many canneries have al- 
ready upened, and others are being 
built or improved, in preparation 
for a record output of fruit and 
vegetables. 

Sporting goods and automobile 
supplies are moving fairly well, 
though up to harvest time it is be- 
lieved the demand will run more to 
necessary equipment than to goods 
in the luxury class. Some lines of 
heavy hardware are picking up, but 
the movement is not entirely nor- 
mal. 

The local trade counts on a 
steady influx of population due to 
the Exposition from now on, and 
while this may reflect but little on 
business conditions for the next 
few months, it will no doubt add 
greatly to the fall trade. 














J 





A view of the damage done by collapse of portion of Edwards & Chamberlain 
hardware store, Kalamazoo, Mich. 


tive of HARDWARE AGE visited the 
scene it was not possible to esti- 
mate the damage. No one was in- 
jured and the main building was 
in no way affected. 


THE FOSTER STOVE COMPANY, Iron- 
ton, O., which recently increased its 
capital stock from $100,000 to $200,- 
000, advises it has bought two lots 
and will immediately erect a large 
wareroom. 
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Railroad Victory 
dicted 
(Continued from page 63) 
ure in advance of the anti-trust 
proposals. 
This disclosure has served to 


strengthen the belief held in many 
quarters that the anti-trust pro- 


Pre- 


gram will not be completed at this 


time. In fact, it has become prac- 
tically assured that no comprehen- 
sive trust enactment can be put 
through if the session is to close 
by July 1. 

As things stand now, it would 
not be at all surprising if it were 
decided to let the trust question go 
over until next winter. The num- 
ber of Democratic members who 
are apparently avoiding the ques- 
tion at this time is growing, and 
there is a noticeable apathy in both 
House and Senate Committees 
charged with the framing of this 
legislation. 


+ apo the present, and probably for 
many weeks to come, the repeal 
of the free tolls provision of the 
Panama Canal Act is the big issue 
at the Capitol. All other matters 
have been forced in the background. 
There is every indication at this 
time that the announcement of the 
banking reserve districts and re- 
serve cities has given the signal for 
a determined struggle on the part 
of several disappointed cities to 
overturn the committee’s decision, 
and bring about a redistricting of 
the country, or at least a change in 
the reserve cities named. 

Objections are coming to Repre- 
sentatives and Senators from cities 
which were not given reserve banks, 
and it is being charged that favor- 
itism was shown in the selections. 
Opposition is strong in certain 
quarters against the action of the 
committee in cutting off banks in 
New Jersey and Connecticut from 
the New York district. 

Until President Wilson names 
the full board, however, it is futile 
to predict whether any readjust- 
ments will or will not be made. As 
yet he has given no intimation as 
to who the other five members of 
the Federal board will be. 

Treasury officials expect that the 
twelve reserve banks will be open 
for business within three months, 
and that the revolutionary change 
in the financial machinery of thé 
country will be an accomplished 
fact within that time. 

The next step will be the selec- 
tion of boards of directors for the 
twelve reserve banks. There are to 
be nine directors for each institu- 
tion, three to be appointed by the 
Federal Reserve Board, and six 
selected by the member banks in 
each district. 


Obituary 


JOSEPH NEWHALL, known among 
his many friends as “Joe” Newhall, 
died in Burlington, Vt., of pneu- 
monia after one week’s illness. Mr. 
Newhall had been with the Decatur 

















The late Joseph Newhall 


& Hopkins Company, Boston, since 
his graduation from high school in 
1886, and had represented the firm 
as salesman in northern New York 
and Vermont for nearly 25 years. 


CHARLES F. FAIRBANKS, treasurer 
of the Clinton Wire Cloth Com- 
pany, of Clinton, Mass., one of the 
largest concerns of its kind in Amer- 
ica, died at his home in Milton, Mass. 
Mr. Fairbanks had been in ill health 
for some time, and a few days before 
his death had undergone an opera- 
tion for intestinal trouble. Mr. Fair- 
banks was born in Charlestown, 
Mass., September 25, 1843. At the 
time of his death he was actively 
connected with many important finan- 
cial and industrial corporations. He 
was treasurer of the Bigelow Carpet 
Company, one of the oldest directors 
in the Second National Bank of Bos- 
ton, and was a former vice-president 
of that institution. He was a trustee 
of the Warren Institution for Sav- 
ings, Boston, and a director of the 
American Mutual Liability Insurance 
Company, the Arkwright Fire Insur- 
ance Company, the Mutual Boiler In- 
surance Company, the Boston Safe 
Deposit and Trust Company, the 
Boston Storage Warehouse Company, 
the Charlestown Gas and Electric 
Company, the Hamilton Woolen Com- 
pany, the Spencer Wire Company, the 
New England Brick Company, .and 
the New England Brick Yards Com- 
pany. Mr. Fairbanks leaves a 
widow, three sons and a daughter. 
One of the sons, Charles F. Fair- 
banks, Jr., has succeeded him as 
treasurer of the Clinton Wire Cloth 
Company. 


ROBERT COLLINS MoopEy, who for 
years was very prominent in the 
wire industry, died March 15 in 
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Paynesville, Ohio, where he resided. 
He was 56 years old. He was 
stricken with apoplexy during the 
night and expired almost immediately. 
He was born in Paynesville and re- 
ceived his early business training with 
the Cleveland Rolling Mills Company, 
with which he was associated about 
thirty years or until that company 
was taken over by the American Stee] 
& Wire Company. For a long time he 
was general sales manager of the 
wire mill products of the Rolling Mill 
Company. At the time of his death 
he was president of the Cleveland 
Wire Spring Company, president of 
the Cleveland Machine & Manufac- 
turing Company, president of the Coe 
Manufacturing Company, Paynes- 
ville, and treasurer of the Cleveland 
and Buffalo Transit Company. He 
was a member of several Cleveland 
clubs and a thirty-second degree 
Mason. He is survived by his widow, 
one daughter and one son, the latter 
Robert R. Moodey of the Cleveland 
Machine & Manufacturing Company. 


CorRYDON H. FELLOWS was found 
dead from apoplexy in a chair in his 
apartments in Haverhill, Mass. Mr. 
Fellows was 76 years.old, a native of 
Hampstead, N. H., and had succeeded 
his father Samuel Fellows in the busi- 
ness of the Fellows Hardware Com- 
pany. He had been connected with the 
firm for 54 years. The Fellows hard- 
ware store has been a landmark in 
Haverhill, and few changes had been 
made in the interior, and few in the 
personnel of the store. Mr. Fellows 
was one of the early organizers of the 
Essex National Bank and a director 
of the Merchants’ National Bank, and 
one of Haverhill’s solid business men. 


IRVING D. BooTH, one of Elmira’s 
(New York) leading business men, 
died at his home after a long illness. 
He had been engaged in the wholesale 
and retail hardware and sheet metal 
business in Elmira for nearly 40 
years, and was well known to the 
trade in Western New York, the 
southern tier counties and Northern 
Pennsylvania. Mr. Booth was born in 
Tioga County, N. Y., in 1843. He be- 
came a clerk in the hardware store of 
William Brown, at Elmira, when he 
was 19. Later he was a member of 
the hardware firm of Ayrault, Rose 
& Co., for six years, and for three 
years of Booth, Dounce, Rose & Co. 
In 1875 Mr. Booth started in business 
alone as a jobber, continuing until his 
death. He leaves a widow, three sons 
and a daughter. 


AT A SPECIAL MEETING of the Cana- 
dian Wholesale Hardware Association 
(Montreal members) held recently in 
Montreal, the following resolution was 
unanimously adopted: “We have 
learned with deep sorrow the death of 
Mr. J. B. Learmont, who was one of 
the most respected citizens of Mon- 
treal, an esteemed fellow-member of 
the hardware trade and also one of 
the deans.” 


GEORGE O. MONROE, who had been 
for many years the New York repre- 
sentative of the R. C. Jenkinson 
Hardware Company, died at his home, 
Newark, N. J., aged 76. 
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Hardware Age Sheet Metal Expert Offers Detailed Instructions 


By A. F. MUELLER 
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vanized iron, although an 

occasional one is made of 
roofing tin. Fig. 9 gives a general 
view of their use, being located at 
the comb of a roof. They are made 
of two parts which are seamed or 
riveted together, and a pattern 


R°«: saddles are made of gal- 


must be developed for each part. 
The round or tapering part is 

part of a right cone and is developed 

by the radial method while the 





Pattern for roof saddle 


opening in the plate is a problem in 
plane geometry. 

Draw a line as 1-A’-l-a-A in Fig. 
2 to represent the center line of the 
cone and set off on a line drawn at 
right angles as j-1-5, on each side 
of 1, half the diameter of the cone, 
as j and 5 and from these points 
draw lines to intersect the center 
line as at A, to complete the outline 
of the cone; or at some distance 
above and parallel to j-1-5 draw a 
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line and set off on it in the same 
manner as described above, the top 
diameter of the body as 7”-7 and 
then draw lines from 5 through 7 
and from j through 7” that will in- 
tersect the center line. 

Below the cone and from some 
point on the center line describe a 
half profile of the base of the cone 
and space half of it into a number 
of equal spaces as 1, 2, 3, etc., and 
from the points draw lines parallel 
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with the center line to the base of 
the cone in the elevation or line 
j-1-5 and from the points on this 
line draw lines to the apex at A. 
These lines are elements of the cone 
and where they cross the plate, 
which is represented in this view 
by the line a-5, will be intersecting 
or miter points between the two 
pieces. The distances that these 
_ intersections are from the apex are 
not true distances as the points are 
all located on foreshortened lines 
or lines that do not show their true 
lengths. The points are then re- 
volved around the cone to one of 
the outlines, which is a true length, 
by drawing lines from the points, at 
right angles to the center line, to 
the outline. As a is revolved to a’, 
b to b’, etc., and then will A-a’ be 
the true length of A-a and A-b’ will 
be the true length of A-b, etc. 
With A as center and radius to 5 
describe an indefinite arc and place 
on this arc four times the lengths 
of the spaces in the half profile 1 to 
5 and from the points draw lines 
to the apex A. Again with A as 
center and radii to the points, from 
a’ to 5, radially transfer or project 
these points to lines of the same 
numbers upon which they were 
located in the elevation. As, for 
example, the point a is located on 
line 1 in the elevation, so it is pro- 
jected to line 1 in Fig. 4; b is lo- 
cated on line 2 so it is projected to 
line 2, etc. Connecting the points 
with curved lines and describing an 
arc from 7 will complete the net 
pattern for the body or tapering 
part as shown in Fig. 4. 
_ At the top of the pattern there is 
added a lap which is described 
from A as center and represents 
6”-6-7-7” or the connection to the 
pipe above the saddle. The body 
seam is the usual grooved seam, a 
section being shown at Fig. 7. The 
seaming allowance for the seam be- 
tween the body and plate depends 
on the style of seam that is used. 
In Fig. 8 are shown four sections 
of seams and when the seam is like 
W then the allowance is as shown 
in the left half of the pattern and a 
similar allowance but slightly nar- 
rower, when the seam is as at Y. 
The allowance on the right half of 
the pattern, showing the rivet holes, 
is for a seam as at Z, and the seam 
is also illustrated in Fig. 9. The 
rivets are put in from the outside 
and headed on the inside and then 
when the lap left on the plate is 
dressed against the body there is no 
need for soldering this seam ex- 
cepting possibly at the extreme top. 
In fact all of the styles of seams 
need soldering at the top and the 
seam X all around. The riveting al- 
lowance for Y is added to the net 
pattern for the plate. All of the 
sections for these seams is taken at 
the points j or 5 of the elevation. 


In making a single saddle to fill 
a special order it is not a usual 
thing to develop the opening in the 
plate but simply to bend it to shape 
and set the body on it and mark 
around the intersection. But where 
a number of saddles are required or 
the pattern is to be a stock pattern 
it always pays, both in time con- 
sumed and quality of work pro- 
duced to develop the pattern by the 
geometrical method. 

As the net opening is the impor- 
tant part of the plate pattern and 
requiring less space in the draw- 
ings, it only will be developed, for 
there is nothing complicated in lay- 
ing out the flat sheet for the plate. 

The fact being known that any 
section or cut across a right cone, 
that is at any other angle than a 
right angle to the center line, al- 
ways results in an ellipse, gives op- 
portunity to develop this opening 
by a shorter method than to con- 
struct a plan of the intersection and 
then develop the opening from the 
plan and elevation. 

Extend the line 5-a until it inter- 
sects the other outline at g. Bisect 
this line as at e and then the point 
e will be the intersection of the ma- 
jor and minor axes of the ellipse. 


The distance a-g being less than the . 


distance a-5 it is impossible for the 
center line of the cone to intersect 
the center of the ellipse. Horizontal- 
ly project the point e to the outline 
as at e’ and then project this point 
vertically to the half profile as at 
e’. With A’ as center and radius 
to e” describe an indefinite arc 
which will be a part plan of the 
circle on which e in the elevation is 
located and to this arc vertically 
project the point e, as at e° and 
then will the distance f-e° be the 
radius of the circle from which the 
ellipse is constructed. The opening 
in each half of the plate is more 
than half of the ellipse as can be 
seen by a-5 and a-j. 

In Fig. 5 draw a line as 6-i and 
using any point on it as f for center 
describe an arc with the radius 
f-e° in the half profile and attention 
is called to the fact that as Figs. 5 
and 6 are a different problem from 
now on, the points are differently 
numbered than similar points in the 
rest of the drawings. From f draw 
a line at right angles to 6-i and 
space the arc 1-6 into a number of 
equal spaces and from the points 
draw indefinite lines. From 6 and 
radius 5-e in Fig. 2 intersect the 
line from 2 as 2’ and draw an in- 
definite line from 6 through 2’. 
Set off on this line from 6 the dis- 
tance 5-a, as the point 1’ and from 
1’ draw a line to the arc parallel 
with 2-2’. 
draw lines at right angles to 6-1’ 
and some distance away a parallel 
line as 6”-1”-6%. Measuring from 
and on each side of this line trans- 


From the points on 6-1’ 
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fer the lengths in 1-k-6 of Fig. 5 
to lines having corresponding num- 
bers that were drawn from the 
points on 6-1’, as 5”-5°, 5-5", 4”-4°, 
4”-4", etc. Connect these points and 
then will 1°-6”-1" be the net half 
opening or the opening in one side 
of the plate, of which the opening 
in the other side is a duplicate, be- 
ing turned on line 1°-1° as 1°-67-1”. 


Edwards Metal Shingles 


The Edwards Mfg. Company, 510- 
520 Eggleston avenue, Cincinnati, 
Ohio, has brought out a new metal 
shingle, for which it is seeking a 
name. The public is invited to help 
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The new Edwards metal shingle 


in the matter, and can obtain particu- 
lars by addressing the company. 

This new shingle, like all of the 
many Edwards shingles, is made the 
company claims of the highest quality 
terne plate. They are all painted 
with special mineral paint, or are gal- 
vanized by Edwards’ special “Tight- 
cote” process. 

Expansion and contraction are pro- 
vided for in the patent interlocking 
devices. The company states that all 
the shingles are fire, wind, rain and 
snow proof. 


THE SEAVEY HARDWARE COMPANY, 
of Fort Wayne, Indiana, one of the 
oldest and largest hardware estab- 
lishments of Northern Indiana, has 
just completed several changes in its 
organization, among which is change 
of capitalization to $150,000. The 
new company will take over the en- 
tire business and property of the 
Seavey Hardware Company and will 
continue the business of wholesaling, 
retailing and manufacturing, and 
will greatly increase its sheet metal 
products and roofing department 
Walter R. Seavey, former manager of 
the company, is president and general 
manager of the new organization and 
the other officials are C. E. Greer, 
vice-president; W. S. Cutshall, secre- 
tary and treasurer; C. J. Munton, 
chairman of board of directors. 


THE TORONTO FOUNDRY COMPANY, 
Toronto, Ohio, has increased its capi- 
tal stock from $100,000 to $125,000. 
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ORNAMENTAL WROUGHT STEEL 
HALF SURFACE BUTTS 























TIME SAVERS—LABOR SAVERS 


Reversible Pins, enabling Butt to be used on either 
right or left hand doors. 

Threaded Ball Tips with slot for screw driver. Doors 
easily and quickly hung, casement only being mortised. 
Best grade of Cold Rolled Wrought Steel. Handsome- 
ly finished ornamental surface. Packed with oval 
head screws for surface leaf, flat head for the other. 


Sy STANLEY QUALITY 


All these attractive features of STANLEY ORNAMENTAL SURFACE 


DOOR BUTTS are strong selling points, making them move quickly off your 
shelves into the houses of your customers. ASK YOUR JOBBER FOR 
PRICES AND STOCK UP NOW. See our Box Strap advertisement on page 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Wrought Metal Screen Door 
Latch Sets 


The Shelby Spring Hinge Company, 
Shelby, Ohio, which for many years 
has manufactured the Shelby chief 
floor hinge and an extensive line of 
builders’ hardware, recently added to 
its line the Shelby screen door latch 
sets, both mortise and rim. These 
sets are made of wrought metal and 
are nicely finished to match other 
builders’ hardware. 

The mortise set consists of 1% x 
2-inch latch with steel latch bolt, and 
one pair 1% x 4%-inch escutcheons, 
the inside escutcheon equipped with a 
slide lock which secures the door from 
the inside, one-piece wrought metal 
knob for the outside, and cast lever 
for the inside, packed complete with 
screws, one set in carton. 

The rim set consists of a 2 x 2%- 
inch latch which is equipped with a 
slide lock operated from inside, which 
is a positive lock and works on either 
right or left-hand doors, it has a re- 
verse bevel slide, angle strike, wrought 
metal outside knob, and inside cast 

















The Shelby mortise screen door latch set 
is shown at the top of the cut, and the 
Shelby rim screen door latch set below 


lever, packed one set complete in box 
with screws. 

The new catalog will be sent upon 
request. 


Keyless Padlock and Elec- 
tric Lantern 


The American Minute Photo Com- 
pany, 2214 Ogden avenue, Chicago, 
Ill., has placed a new keyless padlock 
on the market. This padlock cannot 
be picked, and cannot be opened ex- 
cept by some one knowing the com- 
bination. Keys are unnecessary as it 
can be opened as readily in the dark 
as in the light. It can be used on mail 
boxes, residences, stores, bicycles, 
schools, offices, automobiles, boats, 
boat-houses, barns, coal sheds, cellar 
doors, etc. 

The padlocks are guaranteed for 
one year against imperfections in 
workmanship and material. The locks 
cannot rust and are not affected by 


oil or grease, dirt, water, heat or cold, 
the company claims. 

The weight of the keyless padlock is 
5% ounces. Over 50,000 combinations 
are possible. 

Another product of the company is 
an electric lantern of solid brass, 

















At the left the electric lantern; at the 
right the keyless padlock made by the 
American Minute Photo Company 


nickel silver plated, modeled from a 
Pullman car conductor’s finest lan- 
tern, 

The lantern is supplied with electric 
incandescent lamp or burner, 3% volts, 
1% candle power, operated with a high 
grade three cell dry battery carried in 
the base of the lantern. It is operated 
entirely by the bail, without switches, 
buttons, levers, or complicated electric 
works. When lifted by the bail the 
light is on; if the bail is dropped at 
one side the light is off; dropped on 
the other side the light is on. 

The company claims that it uses the 
strongest batteries made, guaranteed 
to give 14 hours continuous or 28 
hours intermittent service. It is esti- 
mated that the lantern will supply 
light five minutes a day for about six 
months. 


“Rapid” Computer 


The description of the “Rapid” 
computer, made by the Rapid Com- 
puter Company, 105 Computer Build- 
ing, Benton Harbor, Mich., which ap- 
peared in HARDWARE AGE of March 
26, contained a typographical error. 
The highest total obtainable should 
have read $9,999,999.99. 


THE STOPPLE MFG. COMPANY, DAL- 
LAS, TEXAS, has been incorporated 
with a capital stock of $12,000. The 
officers of the company are W. H. 
Stopple, president; O. G. Stokely, 
vice-president, Sidney B. Butler, sec- 
retary and treasurer. The factory 
and office are at 2218-20-22 Allen 
street, where the company manufac- 
tures hand and pony and belt power 
hay presses, peanut planters, diggers 
and threshers, small grain threshing 
machinery and small high grade farm 
tool specialties. 
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Pennsylvania “Rainmaker” 


The Supplee-Biddle Hardware Com- 
pany, P. O. Box 1550, Philadelphia, 
Pa., is placing on the market the 
Pennsylvania “Rainmaker,” which is 
characterized as an entirely new de- 
parture in lawn and garden sprink- 
lers. It is especially designed for use 


on golf links and in city paiks, ceme- 


teries and on large country estates. 
It is claimed for this sprinkler that it 
will cover an area of from 300 to 500 
square yards, depending upon the 
water pressure. 

This “Rainmaker” operates on the 
turbine principle, and its efficiency has 
been thoroughly tested in England, 
where it has been in use for the past 
year. 

The Supplee-Biddle Hardware Com- 
pany claims that with a few of these 
lawn sprinklers one man can keep a 
golf course in thoroughly good con- 
dition, whereas under ordinary meth- 
ods the same work would require the 
continuous service of possibly a half 
dozen men. 

The “Rainmaker” is designed to sell 
at $25, and liberal discounts, the com- 

















Pennsylvania “Rainmaker” 


pany advises, are offered to dealers. 
The “Rainmaker” is 30 inches high, 
27 inches wide, and its shipping weight 
is 52 pounds. 


Improvement in Berger 
Ceilings 

In harmony with the movement for 
better ceilings a change in the con- 
struction of Berger’s classic steel ceil- 
ings, made by the Berger Mfg. Com- 
pany, Canton, Ohio, has recently been 
made. 

The bead has been enlarged, length- 
ened and shaped to half an oval, 
adding strength and rigidity as well 
as reinforcing the ceiling plates at the 
joints. 

The top of the nailing button has 
been depressed, or countersunk, form- 
ing a_ self-centering, self-guiding, 
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of Barn Doors 


In YourTerritory 


R-W hung barn doors are giving satisfaction— 
to your customers and to you. 

There are hundreds of barn doors in your terri- 
tory which should be equipped with R-W door 
hangers. 

Our plan to R-W hang those doors is a winner. 

Ask us to explain. 


Ri chards Wilcox 
AURORALLLUSA. 


Richards-Wilcox Canadian Company, Ltd. 
London, Ont. 





A hanger for any door that slides 
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never-slip nailing point which acts as 
a guide for the erector in placing the 
nail in the correct position and pre- 
vents slipping while driving, with- 
out any inconvenience to the ceiling 
erector. Every bead and button fit- 
ting accurately over underlapping 
bead and button, makes a tight and 
perfect fitting joint which the com- 
pany claims eliminates calking and 
tamping of joints, an expensive factor 
heretofore in the cost of erection. 

The company has recently compiled 
a new handsome 150-page catalog, 
number 19 series, showing many new 
designs of ceiling and covering this 
bead and button feature very thor- 
oughly. A copy will be sent upon re- 
quest. 


“Valley Star” Stoves 


The Valley Star Stove Company of 
Wheeling, W. Va., has brought out a 
new combination coal and gas stove, 
wherein coal can be used in winter, 
when the surplus heat may be used to 
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“Valley Star’ combination coal and gas 
stove, showing the gas burners in position 


good advantage, while in the summer 
months gas either natural or artifi- 
cial can be utilized, giving heat at the 
place under the cooking utensil where 
it is needed, without heating up the 
house. 

This Valley Star combination stove 
is simply made. The gas burners can 
be removed as easily as a lid can be 
taken off an ordinary stove. The re- 
tail price leaves a margin of good 
profit for the dealer. 


E. C. ATKINS & Co., the “Silver 
Steel” saw people, have just deliv- 
ered to the Rodney Burns Redwood 
Novelty Company of Eureka, Cal., 
what is said to be the largest cross- 
cut saw that has ever been made. 
This saw is 22 ft. 3 in. long and is 
finished with the Redwood King pat- 
tern of tooth, which is exceedingly 
long and slender and particularly 
adapted to sawing that class of tim- 
ber. The saw was made special for 
cutting and falling a redwood tree 20 
ft. in diameter. A log 30 ft. long 
will be cut from this and shipped in 
sections to San Francisco, there to be 
formed into a log and stump house 
as a part of the Humboldt County 
Exhibit at the Panama Pacific Ex- 
position in 1915. 
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Steel wire tool display brackets in use 


Wire Tool Display 
Bracket 


E. C. Saecker, Lake Mills, Wis., 
has recently invented a new tool 
bracket that is practical, simple and 
effective. A large number of tools 
can be attractively shown in a very 
small space by means of this bracket. 
Any article can be removed from the 
bracket without disarranging the dis- 
play. 

This display bracket is made of 
steel wire, plated, and the inventor 
claims that it possess’s strength and 
durability. 

The brackets sell at 21) and 35 cents 
respectively. 


Steel 


“Success” Feeding Trough 


Among the new goods brought out 
by Hemp & Co., St. Louis, Mo., is a 
“Success” feeding trough made from 
heavy galvanized steel, with strong 
wire top. It is 17 inches long, and 
8% inches high. The wire guard 
folds back when it is necessary to fill 


“Hendryx” Mandarin Cage 


A new bird cage made by the An- 
drew B. Hendryx Company, New 
Haven, Conn., is called the “Man- 
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“Success” feeding trough 


the trough, and prevents the food be- 
ing wasted. They are packed one- 
half dozen to a crate. Weight per 
crate 20 pounds. 


THE MARSH-BRIGHTMAN NuT Com- 
pany, Sandusky, Ohio, has been in- 
corporated to manufacture nuts and 
nut making machinery; $50,000; by 
E. H. Marsh, William Graefe, C. L. 
Mills, C. R. Melville, F. E. Bright- 
man. 


THE WEST WIRE ROPE COMPANY, 
Seattle, Wash., has changed its name 
to the Kent Wire Company. 


The new “Hendryx” Mandarin bird cage 


darin,” a circular design suggesting 
Chinese architecture, and without use- 
less ornamentation. The three circu- 
lar brass pieces at different angles 
make an attractive cage. 

It is made of solid brass. The wires 
of No. 12 size are rigid enough not to 
require a cross rail. The door and 
cup guards slide easily upon the 
wires. The diameter of the body is 
9144 inches and the hight is 16% 
inches. The tray is made of copper. 

The Mandarin cage is finished in 
dull or polished brass, or antique 
copper. 


Toggle Bolts and Expan- 
sion Shells 


The Paine Company, 1316 Corn Ex- 
change Bank Building, Chicago, IIl., 
has brought out new devices in the 
way of toggle bolts and expansion 
shells, which will be of interest to any 
one engaged in solving construction 
problems. 

The toggle bolt consists of two truss 
members operating upon the trun- 
ions of a nut, the truss members 
thrown normally inte an extended 
position by a slight spring, but capa- 
ble of being collapsed by simply press- 
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Casters 


AND ALL ABOUT THEM 


One Hundred and Ninety Ilustrations 
Forty-two Pages, 9 x 12 inches 











BE RIE i 


Twenty-four distinct styles, with all the 
varying modifications. 


Casters for beds, dressers, chairs and 
general furniture; for pianos, trunks, trucks: 
for every conceivable use. 


Not one make only, nor one kind only, but the best 


produced by various manufacturers: 


For fine furniture and especially for hardwood 
floors the unapproachable FELTOIDS—a patented felt 


combination, will carry the weight yet won t scratch. 


For general furniture use the famous FAULTLESS 


and the celebrated SCHENCK Steel Gem, unequalled 
for strength and general utility. 


AT ONCE IS THE TIME TO SEND FOR A COPY OF 
THIS CATALOGUE, IF YOU USE ANY CASTERS AT ALL 


Ask for Catalogue No. 3184 


Hammacher, Schlcauner GF Go: 


Hardware. Tools and Supplies 
New York since 1848 4th Avenue and 13th Street 
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ing them into the hole made for their 
entrance. 

The company claims that these tog- 
gles are positively automatic devices 
and operate as efficiently in ceiling or 
floor as in a side-wall. 

These toggles will enter and open in 
a hollow area of 1% inches; when ex- 
panded they spread over an area of 
nearly 2 inches. They can be instantly 
reversed and used either with a fin- 
ished outside screw head, or with the 
nut outside, and the head of the screw 
as the base of the truss. 

The expansion shell is constructed 
upon the same truss principle, and the 
company claims that it will “Never- 
Give-Up”; it grips because its grip 
is obtained in the line of the draft, 
and every increase in the tension upon 
the bolt or screw instantly and nor- 
mally forces it into greater gripping 
power. 

Three basic types are manufactured 
and their range of adaptation is so 
great the company states, that they 


rack on the wagon or remove it with- 
out assistance. In addition to this, it 
permits the bottom sills and cross- 
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A toggle bolt open and closed appears at 
the top of the cut. Expansion shells, be- 
fore and after expansion, are shown below 
can be used to stand the utmost strain 
of standard bolts. 

The expansion shells can be in- 
stalled with holding power in marble, 
glass and tile, and will not burst or 
split. The shells are made in sizes to 
fit all standard screws and bolts. 


Myers’ “Take-Down” Hay 
Rack Clamp 


The Myers’ take-down hay rack 
clamp is a new addition to the line of 
F. E. Myers & Bro., Ashland, Ohio, 
and is made entirely of steel and mal- 
leable iron. 

The “Take-Down” clamp is ar- 
ranged so that the rack can be 
handled in two sections. This is done 
by the removal of two pins provided 
for the purpose of holding the rack to- 
gether. Separating the rack in two 
sections enables one man to place the 


The ladder complete, fastened with the 

Myers “Take-Down” hay rack clamp, is 

shown at the left of the cut. The clamp is 
shown at the right 


pieces to be used as a separate device 
for hauling lumber wood, sacked 
grain, etc., and with a-set of stake 
irons it can also be transferred into a 
hog rack. 

The clamp holds the top part of the 
hay rack to the bed sills; a steel bar 
passes through a malleable iron loop 
and is held in position by the mallea- 
ble key. The removal of this key per- 
mits the upper part of the ladder to 
be moved endwise a sufficient distance 
to withdraw the steel bar from the 
malleable loop, permitting the top sec- 
tion of the ladder to be moved. 

The “Take-Down” clamp can be 
used either with 2x4 or 2x5 cross 
pieces. 


Half Round Taper Pin 
Reamer 


A half round taper pin reamer has 
recently been placed on the market by 
the Cleveland Twist Drill Company, 
Cleveland, Ohio. This tapered reamer 
is designed to take the place of the or- 
dinary fluted taper pin reamer. Ad- 
vantages claimed for it as compared 
to the fluted tool are that it cannot 
become clogged with chips, one-half 
of the space in the hole being allowed 
for chips; danger of loss through 
breakage and chipping is eliminated 
and less skill is required in its opera- 
tion. At the same time it is claimed 
that it will do as good work as the 
fluted taper pin reamer and that with 
it the mechanic can increase his pro- 
duction. While it is expected that the 
reamer will be used largely in automo- 
bile work it is stated that it can be 





Ghee. , — ane -~ 
. 
* 


Half round taper pin reamer 














used for any class of work. It is 
made in sizes from No. 0 to No. 14, 
in lengths over all up to 18% inches 
and in diameter at the small end from 
.135 to 1.25 inches. 


Berkefeld Combination 
Filter and Cooler 


The Berkefeld Filter Company, sole 
owners (August Giese & Son), 4 and 
6 Cedar street, New York, has in- 
creased its various styles of water 
filters for purposes, ranging from 
those for individuals to those for soda 
water, table waters and for bottling 


Hardware Age 


establishments generally, by adding 
the Berkefeld combination filter and 
cooler. 

This system takes the water direct 
from the regular service pipes and 
filters it through an artificial stone 
cylinder, made in Germany, from in- 
fusorial earth, then drilled and prop- 
erly fitted to conduct the purified 
water to the outlet. 

The filtering medium is first pul- 
verized, then baked into blocks and 
drilled from one end only, so that all 
water must pass from the outer sur- 
faces through the shell to the interior 
chamber and thence to a coil of pure 
block tin piping, on which broken ice 
may be placed to cool the water to 
spring temperature. 

The tank of sheet steel, white en- 


























Berkefeld automatic filter and cooler com- 
bined with tank of 3% gallons capacity, 
supplied direct from service pipes 


ameled, is 18x16x16 inches in di- 
mensions, with a capacity of 3% gal- 
lons of filtered water, the height 
overall being 5 feet. 

The continuous supply is regulated 
automatically by a ball float, which 
stops the flow when the tank is full, 
and allows a renewal of the supply as 
water is drawn from the tank. The 
filtering capacity of this size is a half 
gallon per minute. 

The filter proper and all fittings are 
made of brass and heavily nickeled. 

The filters of this company, made in 
varying capacities, according to the 
service required, from small to very 
large, are used by departments of the 
national and city governments, re- 
search laboratories, boards of health, 
hotels, restaurants, etc. 
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—BUT THEY FORGOT THE NEW RETAIL HARDWARE 
STORE IN THE WOLVERINE STATE 


This store, of course, is equipped from bow to stern with 


Warren Hardware Store Fixtures 


These famous fixtures especially designed for Hardware Stores 
are built in Sectional Interchangeable Units. 

The purchaser can buy any number of Units and add to the 
equipment at any time thereafter—as Warren Fixtures are 
always Standard. 


Warren Hardware Store Fixtures are the best fixtures 
brains and money, time and labor can produce 


Send for our Standard Catalogue No. 215 today. 


J. D. WARREN MFG. COMPANY, Chicago, IIl. 


NEW YORK DISPLAY ROOM : 253 BROADWAY 


The Largest Manufacturers of Hardware Store Fixtures In the World 
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MOTOREACCESSORIES 
AND SUPPLIES 


PRODUCTS OF MAKERS OF MOTOR ACCESSORIES 


“Kant-Skids” 


The “Kant-Skids” are a temporary 
non-skid to be used over the tire only 
when the roads are unusually slippery. 

















Single “Kant-Skids” “Kant-Skids” 
They are made in two styles, the side- 
chain and the single “Kant-Skids.” 
The cross members of the “Kant- 
Skids” are made of thick steel stamp- 
ings which present a perfectly smooth, 
rounded surface to the tire and the 
curved edges of the metal to the road. 
In this way there is nothing to wear 
or injure the rubber, but the best pos- 
sible grip is obtained on the road sur- 
face. On account of the center pieces 
of the cross members being straight, 
the ends of them project far out from 
the tire and take a deep hold in mud 
or snow, but on account of the pieces 
being comparatively thin at the mid- 
dle portion there is no bumping when 
running on hard pavements or roads. 
The side-chain “Kant-Skids” con- 
sist of two side chains forming a ring 
on each side of the wheel having the 
cross members attached at short in- 
tervals between them. The ends of 
the side chains are joined together by 
a lever hook which enables one to 
draw up the side chains tight when 
being connected. On one end of each 
side chain is fastened a small coil 
spring which is snapped across the 
wheel to hold the extra links of chain 
from dangling and which automatic- 





ally takes up any slack that may de- 


velop and thus keeps them tight on 
the tires and prevents them from 
rattling or slipping around on the 
tire. There is also furnished a strap 
for strapping across the rim to pre- 
vent the wheels turning inside the 
“Kant-Skids” in hard going. 

The single “Kant-Skids” have on 
each end of the cross members a strap 
with buckle for adjusting and a snap 
to enable one to readily take them off 
and put them on. They are very 
handy for emergency use but may be 
also used for ordinary running. The 
chief advantage claimed for the 
“Kant-Skids” is that they do not wear 
or injure the tire. The manufacturers 
claim that they give longer wear than 
chains and take a better hold on any 
road surface. 

The retail prices of “Kant-Skids” 
range from $4 for size 28x3 to $15 
for size 40x6, per pair. Manufac- 
tured by Leather Tire Goods Com- 
pany, Niagara Falls, N. Y. 


Royal Auxiliary Oil 
Equipment 


While the regular splash system of 
lubricating motor car motors is usu- 
ally adequate under most conditions, 
it has been proven, however, by ex- 
perienced motorists that an auxiliary 
lubricating hand pump is necessary, 
in order to supply an extra quantity 
of oil which can be forced by hand to 
reach certain parts of the motor to 
which the regular splash system 





Royal dash equipment for Ford car 


sometimes does not quickly deliver 
lubrication. Such an auxiliary oil 
pump can be used to great advantage 
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' touring car. 





on the Ford car, as the motor of this 
car is high speed and requires sufh- 
cient and quick lubrication. 

The illustration shows a complete 
dash equipment for a Ford car. The 
lubricating oil pump mounted on the 
dash (C) is worked by a hand lever 
from the seat. You simply open a 

















Royal reserve oil tank and oil pump 


valve and with the use of the pump 
your oil supply is forced from the 
storage tank to the crank case with- 
out leaving your seat. This pump is 
connected with a reserve oil tank car- 
ried under the front seat of a Ford 
roadster or under the rear seat in the 
This device does away 
with all danger of finding yourself far 
from home with your oil supply ex- 
hausted. This equipment is furnished 
complete with all necessary brass 
piping, joint connections, etc., pipes 
being cut to exact length. Can be in- 
stalled in two hours. Price, oil pump, 
$5. Price, oil reserve tank, $10. 

The Royal dash equipment for the 
Ford car also includes a _ gasoline 
primer (A), gasoline gauge (B), and 
a lubricating oil gauge (D). The 
gasoline primer is connected directly 
with the manifold and injects a mix- 
ture of gasoline and air into the mani- 
fold, direct from the seat, which elim- 
inates all starting troubles. The gaso- 
line gauge tells the exact amount of 
fuel that there is in the tank at all 
times and will detect a leak in the 
gasoline line at once. This is an in- 
telligent little device that will save a 
lot of trouble for a Ford owner. The 
oil gauge tells you exactly the amount 
of oil in your crank case at all times, 
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The Sparton has a warning note for every occa- 
sion. It has a quite inoffensive note of warning 
for the person at close range. 


It has a startling, terrifying roar for the absent 
minded, compelling quick, instantaneous, unthink- 
ing jumping. 


It has a long, penetrating, authoritative clarion 
warning that can be heard a mile down the road. 


Sparton is the de luxe electric warning signal. 
It is easy to sell, it always satisfies, and it pays big. 
One, introduced into your town, will act as your 
traveling salesman. 


Write for details—now. 


Prices from $7.00 to $15.00 


The Sparks-Withington Co. 


Michigan, a a 
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whether your engine is in motion or 
idle. This prevents “burned out” 
bearings for want of oil and elimin- 
ates the carbonizing of cylinders from 
the use of too much oil. The gasoline 
primer retails for $3.50; the gasoline 
gauge at $5 and the lubricating oil 
gauge at $5. Manufactured by the 
Hans Motor Equipment Company, 
La Crosse, Wis., and distributed by 
- The Motor Car Equipment Company, 
New York City. 


The Colstad Engine-Driven 
Tire Pump 


Here is a real bright and practical 


idea carried out in. the operation of a _ 


tire pump and is in fact the first-en- 
gine-driven fan tire pump. brought 
out, to be operated by an integral 
driving part of the motor itself, other 
than compression motion. The Col- 
stad is designed to go on the front end 
of the motor in place of the custom- 
ary fan bracket. The convenience of 
the Colstad engine-driven pump, the 
drive being direct from the fan 
spindle, is that it is permanently in- 
stalled. It is always ready for action, 
simply by turning a little lever, with- 
out necessitating the removal of any 
part of the motor or mechanism of the 
car. It will fully inflate a 30x 3%- 
inch tire in from three to four min- 


othe FANN" 


, 





Colstad engine-driven tire pump 


utes. To install this pump it is only 
necessary to take off the present fan, 
shaft and bracket, and, after boring 
one hole five-sixteenths of an inch in 
diameter in the inside of the fan pul- 
ley, then mount the fan in its correct 
position on the pump shaft and bolt 
the assembly to the motor as shown in 
illustration. Retails for $7.50. Man- 
ufactured by The Colstad Mechanical 
Laboratories, Atlantic, Mass. The 
Motor Car Equipment Company, 55 
Warren street, New York City, is the 
sole distributor of the Colstad engine- 
driven tire pump for America and all 
foreign countries. 


Ideal Priming Cup 


This priming cup is a radical de- 
parture from the old style priming 
cups, being designed on the needle 
valve principle. The advantages of 
this new type are: That it is guar- 
anteed not to leak under the highest 
compression, which is almost an im- 


possibility with the old style cups, and 
that it can be operated by the thumb 
and finger. It is true that a small 
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Ideal priming cup 


leak at a priming cup will cause a 
considerable loss of power. This is 
entirely overcome in the Ideal prim- 
ing cup, by the use of the needle valve. 
Furnished in nickel finish at 50 cents 
and in brass at 40 cents. Manufac- 
tured by Ideal Brass Works, Indian- 
apolis, Ind. 


Noble Compound Air Pump 


The arrangement of the Noble com- 
pound air pump is such that the first 
few strokes of the piston almost fully 
inflate the tire to the proper pressure. 
These few strokes give a volume of 
air nearly ten times as great as that 
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The Noble compound air pump 
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delivered by the ordinary pump in the 
same time and all this with less effort. 
The Noble compound air pump has 
two pistons, one inside the other; for 
volume one is used, and for power the 
other is used. Every automobile, 
whether equipped with a power pump 
or not, should have one of these pumps 
in its tool kit. The tire can be in- 
flated more quickly with it than any 
power pump, when the time consumed 
in opening the hood and making the 
adjustment is considered. Retails for 
$5. Manufactured by the Noble Air 
Pump Co., Cleveland, Ohio. 


“Kasy Lift” Auto Tire Jack 


If your tire becomes hot while run- 
ning it should not be allowed to cool 
out in an unnatural position. It 
should be relieved of its weight and 
be suspended from the floor and not 
allowed to hold the heat in the space 
on which it stands. Continued heat 
rots and decays the cement and fabric. 
Why not cool it out in its natural 
round curve? If you run your car 
eight hours every day in the year that 
leaves 16 hours it has to stand on the 
rubber, or two-thirds of the time. 
There is considerable logic in that ar- 




















Robinson tire-saving jack 


gument, and if more motorists would 
carry out the plan suggested there 
would be less tire depreciation. The 
“Easy Lift” auto tire saving jack is 
a very simply constructed device, 
which will quickly raise the wheels of 
the car off the floor, by the mere 
pressing of the foot upon the lever. 
When the tires have been raised a 
sufficient hight from the floor, the 
lever goes inside of the frame and is 
locked there. Manufactured by Rob- 
inson Auto Jack Works, Vicksburg, 
Mich. 

This company also manufactures a 
special size of this jack adapted to the 
Ford car. It is made similar to the 
larger jack, with the exception that 
it is minus the adjustment, as it is 
just the right hight for the Ford car. 


THE ACME WIRE COMPANY pre- 
pares to erect a 2-story, 60 x 400-foot 
reinforced concrete addition to its 
plant just outside of New Haven, 
Conn. 
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$1650 


Chassis with 
Driver’s Cab. 
Body Extra. 





Your choice*of wheel 
base — 130 inches 
or 146 inches 
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REO MOTOR 
TRUCK CO. 


LANSING, MICHIGAN 
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A Reo Motor Truck 


working for you means not 


only a saving in hauling costs, but 
added efficiency in every department of your 
Speed of service often means more to you and your 


customers than the lowered per-ton cost of transporting goods. 


With a Reo Truck ‘‘on the job, 


tomers waiting for the goods. 


’ you need never keep your cus- 
Heavy materials can be carried 


with ease and dispatch to distant points, and your radius of sell- 
ing possibilities can be increased far beyond the point where you 
are compelled to draw the line if you depend on horse-drawn 


delivery. 
In any line of industry where 
speed and low cost of hauling 


count, Reo Motor Trucks have won 
the enthusiastic endorsement of 
business men. you want to cut 
costs in delivering your goods, “you 
can do it with a Reo.” 


Here are a few of the features 
that have given the Reo its position 
of leadership in the two-ton field: 


Sectional radiator, of 24 separate, 
interchangeable units; motor, clutch 
and transmission cushioned on a 
sub-frame, away from jars and road 
shocks; left side drive and center 


control; big armored front frame; 
demountable driver's cab; gas lights 
and Prest-O-Lite tank, and every 
other constructive refinement sug- 
gested by the best engineering prac- 
tice. 


While the price of 54 competing 
trucks averages $2701, the REO 
Two-Ton Truck sells for $1650, 
chassis only, with driver's cab; body 
extra. You can have any style body 
to suit your individual requirements. 


Reo dealers everywhere, ready to 
give Reo service. 


Send for the REO Truck catalog, and let us give 
you some expert advice on the subject of hauling. 
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GLOSSARY OF TERMS RELATIVE TO COTTON FABRICS 


By 8. G. LEWIS 


(General Manager Pennsylvania Rubber Company ) 


OFTEN have received requests 
for a simple glossary of terms 
relative to cotton fabrics. These 
requests have come from hardware 
jobbers, who wished to fortify 
themselves against any question 
that might be put to them pertain- 
ing to such fabrics, and from rub- 
ber manufacturers in remote parts 
of the country. Some of them even 
have come to me from European 
centers, and I therefore welcome 
this opportunity for presenting 
such a glossary in the columns of 
HARDWARE AGE: 

Cotton.—A _ textile fiber that 
grows attached to the seed of cot- 
ton plant or shrub. Some principal 
kinds are Sea Island, Egyptian, 
Gulf and Uplands. 

Sea Island Cotton.—This cotton 
originated in the Sea Islands, but 
now is grown chiefly in Florida, 
Georgia and South Carolina, on the 
coast. It is silky white in appear- 
ance, long and quite strong, and is 
used extensively in the manufac- 
ture of tire fabrics. 


Egyptian Cotton.—This variety 
is grown in the valley of the Nile. 
It usually is shorter than Sea 
Island cotton but of slightly more 
even length of fibers. It is of lower 
strength than Sea Island cotton. 
There are, however, some varieties 
of Egyptian cotton grown from Sea 
Island seed which are recognized as 
a fair rival in quality of Sea Island 
cotton. It also is generously em- 
ployed in the composition of tire 
fabrics. 

Gulf Cotton.—Peelers, Benders, 
Allen Seed—other names for types 
of staple about equal in length to 
Egyptian cotton, but the fiber is 
not so uniform or desirable for 
spinning. It is used to some ex- 
tent in tire fabrics, and is grown 
in the Mississippi Valley delta. 


Uplands.—This cotton is grown 
extensively in all inland territory 
about 100 miles or more, where the 
climate is adaptable to its cultiva- 
tion. 

Fiber.—The hair like filament 
found attached to the seed of the 
cotton plant. 

Staple-—The average length and 
quality of the fibers from cotton. 

Gin.—The machine utilized in re- 
moving the seed and considerable 
of the dirt and leaf from the fiber, 
preliminary to baling the cotton for 
sale. 

Bale.—The compressed package 
containing from 300 to 600 pounds 
of cotton. The bale usually is 
wrapped in burlap and tied ready 
for the market. 


YARNS 

Roving.—Fibers twisted together 
but slightly. The product of the 
roving frames. 

Yarn.—A collection of fibers laid 
parallel and twisted together to 
give strength. 

Single Yarn.—Fibers twisted to- 
gether into one strand of yarn. The 
product of the spinning frames. 

Ply Yarn.—Several single yarns 
twisted together, usually in oppo- 
site direction to the twist of the 
single yarn. The product of the 
twister. 

Hawser Laid Yarn. — Several 
plies of yarns twisted together, 
differing in the direction of the 
twist employed in the two kinds of 
yarn. 

Cable Laid Yarn.—Same as haw- 
ser laid yarn. 

Combed Yarn.—Yarn made from 
cotton that has passed through a 
special combing process to remove 
the short fiber, snarled fiber and 
what foreign substance may still 
remain in the cotton. 

Carded Yarn.—Yarn made with- 
out the special combing process. 
Not quite as clear and strong as 
combed yarn, but used extensively. 

FABRIC. 

Fabric.—A general term used by 
manufacturers to designate the 
product of the looms. 


Warp.—The yarn _ extending 
lengthwise of the roll. 
Filling.—The yarn’ extending 


across the fabric. 

Selvage.—The edge of the fabric 
where the filling reverses its direc- 
tion in being laid. 

Ends Per Inch.—The number of 
warp yarns in 1 inch width of 
fabric. 

Picks Per Inch.—The number of 
filling threads per inch length of 
fabric. Pick designates the throw- 
ing of the shuttle to lay one filling 
yarn. 

Count of Fabric.—Sometimes 
used to designate the number of 
ends and picks. 

Weight of Fabric. — Usually 
given in number of ounces which 
1 square yard weighs. 

Yards.—Fabric sometimes sold 
by length of lineal yard; sometimes 
on square yard basis. Care should 
be used in specifying exactly which 
is desired. . 

Plain Fabric.—Fabric which is 
woven with one interlacing of warp 
and filling. 

Thread Fabric.—A fabric com- 
posed principally of warp with only 
enough filling to hold together until 
fabric can be coated with rubber 
solution. 


Tire Fabric.—A general term for 
fabrics used in reinforcement of 
pneumatic rubber tires. 

Hose Fabric.—A fabric specially 
designed to be used in the making 
of hose pipes. A special design 
used for different kinds of hose— 
reinforcements of fire hose, air 
brake hose, etc. 

Filter Fabric.——A fabric espe- 
cially designed to filter various sub- 
stances such as pottery, clay solu- 
tions, sugar solutions, paints, choc- 
olates, etc. 

Crimp Per Cent.—The ratio be- 
tween the amount taken up in 
weaving to the original length of 
yarn. Crimp of warp usually is 
more than the filling crimp, but it 
depends on the design of the fabric. 

Strength of Fabric.—The load 
required to break an adopted stand- 
ard sample of fabric. Special ma- 
chinery is made for this purpose. 

Gauge Thickness.—The _ thick- 
ness of fabric in thousandths of an 
inch. 

Relative Humidity.— The per 
cent. of moisture in the air as re- 
lated to the dew point. 

Regain in Cotton.—The per cent. 
of weight which is taken on due to 
the moisture being absorbed from 
the air. 


N. Y. Hardware Club 
Elects Officers 


4 hee governors of the Hardware 

Club of New York elected 
March 21, met to organize for the 
ensuing year Thursday, March 26, 
and perfected their organization by 
choosing for president Joseph Gales 
of Schoverling, Daly & Gales; vice- 
president J. Walter Earle, president 
of the Remington Typewriter Com- 
pany; treasurer, Alfred D. Clinch, 
of Underhill, Clinch & Co., and sec- 
retary, George A. Graham, of John 
H. Graham & Co. 

The directors elected for three 
years at the annual meeting are A. 
Edward Duncan, Joseph Gales, 
George H. Sargent, Arthur G. Sher- 
man and Edward Stagg. 

Thomas F. Keating resigned as 
governor after having very ably 
served the club since 1892, when 
first organized, not only as a gover- 
nor but long as treasurer and for 
two terms as president. His pur- 
pose was to make a place for one 
of the younger representative club 
members. 

James D. Fleming, vice-president 
of Lalance & Grosjean Mfg. Com- 
pany, was then elected to take Mr. 
Keating’s place for one year. 
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Automobile Accessories of 


Standardized Quality Plus 


Standardized Service 





LONG HORN 


Positively cannot fail. Offers 
absolute reliability plus certain 
economy. Jtilizes no batteries 
or wires—operated instead by 
hand or elbow. Produces pow- 
erful warning, dominant above 
all traffic noises, with volume of 
sound under operator’s complete 
control. Handsome in appear- 
ance and built to outlast the car. 
First cost its only cost—price $10. 


J-M LENS (Non- 
Blinding) 


Makes 
night driv- 
ing safe. En- 
ables you to 
see the road 
clearly 
ahead, and 
prevents 
driver of ap- 
proaching 
car from 
misjudging 
your posi- 
tion. Effect produced by semi- 
spherical lens with entire surface 
frosted except for small, oval 
area through which central ray 
is seen against a background of 
non-glaring light. For all stand- 


ard makes of lamps. Price $2.50 
each. 
JOHNS-MANVILLE 


SHOCK ABSORBER 


Pronounced sim- 
plicity of construc- 
tion makes it pos- 
sible to offer this 
highly efficient ab- 
sorber at almost 
half the cost of 
other makes. Single 
cylinder, utilizing 
specially designed 
spring, gives great- 
ly increased 
flexibility and rid- 
ing comfort with 





. less added weight. 
: Attached to any 
car in one hour. Price $15 per 


pair. 


J-M DRY BATTERIES 


The most efficient 
and lasting batteries 
for all ignition pur- 
poses. Sold with the 
guarantee that, 
should they not 
prove entirely satis- 
factory, we will re- 
place same with new 
batteries without 
cost, or refund pur- 
chase price, includ- 

ing transportation 
charges. Made in 
two. shapes, 
and square. 





round 





Akron Boston 
Albany Buffalo 
Atlanta Charlotte 
Baltimore Chicago 
Birmingham Cincinnati 


THE CANADIAN H. W. JOHNS-MANVILLE CoO., 


Joun's: 


COVERS 








ANVILLE 
SERVICE 


THE CONTINENT 


HE H. W. Johns-Manville Company 








stands squarely back of every 

Johns-Manville Accessory you sell. 
It shares its responsibilities with no one. 
Through you, it offers to car owners the 
manifest advantages of goods endorsed 
and guaranteed by a $5,000,000 corpora- 
tion and sold with the assurance of con- 
venient, efficient and satisfactory Service, 
rendered by Johns-Manville Service 


Branches in every important city of North 


America. 


Such methods as these result in the creation of 
There is no car owner who 
having once experienced the advantages of Johns- 
Manville Service, is not desirous of applying these 
advantages to as many of his car’s accessories as 


permanent good will. 


he can. 


= 





A Few Other Johns-Manville Automobile Accessories 


J-M Mobilite Electric Lamps-——Arnold Electric Vaporizer—Arnold 
Electric Heating Plugs—G-P Muffler Cut-Out—J-M Fire Extinguisher 
‘*‘ Noark ’’ Enclosed Fuses. 


Write nearest Branch for booklets. 


Cleveland Detroit Indianapolis 
Columbus Duluth Kansas City 
Dallas Galveston Los Angeles 
Daytun Houghton Louisville 
Denver Houston Memphis 





LTD. 


Milwaukee 
Minneapolis 


Newark, 


N. J 


New Orleans 
New York 


Toronto, 


Montreal, 


] 
] 
] 
] 


Philadelphia 
Pittsburgh 
Portland, Ore. 





Rochester 
Winnipeg, 










JONES SPEEDO- 


METER 
Centrifugal type, controlled by 


centrifugal force which is as 
absolute as the law of gravity. 
Insures accuracy of readings in 
all temperatures. Large clock- 
face dial with widely spaced fig- 
ures makes it easy to read from 
any part of the car. Odometer 
registers both forward and back- 
ward travel, interchangeable for 
left or right wheel drive. Fitted 
with instantaneous trip reset. 


J-M NON-BURN 
BRAKE LINING 


Grips drum 


lessly. Posi- 
tively unaf- 
fected by 
heat. Im- 
pervious to 
water, oil or 
gasoline. 
Now  sup- 
plied in 
strips to fit 
any make of 
car and conveniently packed in 
cartons with rivets for attaching. 
Equally well adapted to internal 
or external brakes. 





CARTER 
CARBURETOR 


Multiple- 
Jet principle. 
Number of 
jets in action 
depends on 
variation of 
fuel level in 
jet tube 
which is con- 
trolled di- 
rectly by 
suction of 
engine. In- 
sures absolutely progressive flow 
of fuel. Responds instantly to 
every change of engine speed. 
Promotes wonderfully increased 
flexibility, economy and power. 





J-M (Mezger) Soot- 
Proof Spark Plug 


Eliminates short- 
circuits — cleans it- 
self. Insures the 
maximum spark for 
ignition. The porce- 
lain petticoat, be- 
coming intensely hot, 
burns off all deposits 
of carbon. Ab- 
solutely guaranteed 
not to leak. 





H-W- JOHNS - MANVILLE CO: 


St. Louis Syracuse 

St. Paul Toledo 

Salt Lake City Washington 

San Francisco Wilkes-Barre 

Seattle Youngstown 
Vancouver. 2357 
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NOTES OF THE RETAIL HARDWARE TRADE 


BERRYVILLE, ARK.—The Walker Hard- 
ware & Lumber Company, Inc., has in- 
creased its capital stock from $10,000 to 
$50,000, all fully paid up. The business 
is a wholesale and retail one, with a 
branch store at Green Forest, Ark. Lum- 
ber and all kinds of builder’s material 
have been added to the following stock, 
on which catalogs are requested: Auto- 
mobile accessories, baseball goods, bath- 
reom fixtures, belting and packing, bi- 
cycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, 
cutlery, dairy supplies, dog collars, dyna- 
mite, electrical household specialties, fish- 
ing tackle, furnaces, furniture, galvanized 
and tin sheets, oline engines, ham- 
mocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, 
home barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, lime 
and cement, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, ne gen poultry sup- 
plies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silver ware, sport- 
ing goods, wagons and buggies and wash- 
ing machines. 


HEBER SPRINGS, ARK.—The W. J. Short 
Hardware Company has been succeeded 
by the P. B. Jackson Hardware & Furni- 
ture Company. The business is whole- 
sale and retail. Catalogs requested on 
cook stoves. 


Los ANGELES, CaL.—The~ Dyas-Cline 
Company, wholesale and retail, has opened 
a new store at Sixth and Spring streets, 
and will carry the following lines: Auto- 
mobile accessories, baseball goods, bi- 
cycles, cutlery, dog collars, dynamite, fish- 
ing tackle, hammocks and tents, lubricat- 
ing Oils, sporting goods, toys and games. 


MILFORD, DeL.—The Pierce Hardware 
Company requests catalogs on hardware, 
implements and housefurnishings. 


BarRTOW, FLa.—The Turnage Hardware 
Company has opened a new store and will 
carry the following lines: Builders’ hard- 
ware, building paper, churns, cutlery, dog 
collars, fishing tackle, galvanized and tin 
sheets, hammocks and tents, heating 
stoves, heavy farm implements, heavy 
hardware, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes and 
glass, prepared roofing, pumps, ranges and 
cook Stoves, shelf hardware, silverware, 
sporting goods, and washing machines. 


CoLuMBUs, Ga. — The Bush - Philips 
Hardware Company has changed its name 
to the Philips Hardware Company. The 
change is deemed desirable since no one 
named Bush has been connected with the 
business since 1910. The personnel of the 
company remains the same. 


MAcOMB, ILL.—Theodore S. Benner has 
sold his hardware store to John 
Thrasher, of Quincy, who has taken pos- 
session. Mr. Benner will engage in the 
hardware business when he finds a suit- 
able location in northern Illinois. 


ForRT WAYNE, IND.—J. M. Stouder & 
Co. and the Seavey Hardware Company 
have been combined, and the business will 
be carried on in future at the Seavey es- 
tablishment on Harrison § street. Mr. 
Stouder, who has been in the hardware 
business for the past thirty-one years, 
and who started the store at 122 E. Co- 
lumbia street eleven years ago, becomes 
head of the builders’ supply department of 
the new corporation, which will continue 
to be known as the Seavey Hardware 
Company. 


GILBERT, Ila.—Kent & Johnson have suc- 
ceeded Kent & Ray, and have added power 
washing machines to the stock, which con- 
sists of the following: Bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, building paper, children’s ve- 
hicles, churns, cream separators, cutlery, 
dairy supplies, dog collars, dynamite, fish- 
ing tackle, furnaces, gasoline engines, 
hammocks and tents, heating stoves, 
heavy hardware, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, 
sporting s, tin shop, and washing ma- 
chines. atalogs requested on studding 
sockets and gas engines. 


HARTLEY, Ia.—H. L. Failing has bought 
the W. W. Garberson hardware stock and 
consolidated it with his own, making in 
all a stock representing $15,000. He has 
moved into larger quarters. 


Iowa CrTy, Ia.—The Maresh Bros., 
stove and hardware store has been pur- 
ased by William Maresh, the junior 
partner of the firm. The inside and out- 
side of the store has been remodeled. The 
business is both wholesale and retail and 


consists of the following lines: Bicycles, 
builders’ hardware, cutlery, dairy supplies, 
electrical household specialties, furnaces, 
galvanized and tin sheets, heating stoves, 
lubricating oils, mechanics’ tools, pumps, 
ranges and cook stoves, refrigerators, 
shelf hardware, tin shop, and washing 
machines. Catalogs requested on refrig- 
re, bicycles, motorcycles and sun- 
ries. 


Iowa City, Ia.—Smith & Cilek have 
just completed improving the interior of 
their store. Catalogs requested on auto- 
mobile accessories, baseball goods, bath- 
room fixtures, belting and packing, bi- 
cycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, 
dog collars, dynamite, electrical household 
specialties, fishing tackle, galvanized and 
tin sheets, gasoline engines, hammocks 
and tents, heating stoves, heavy hardware, 
home barbers’ supplies, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and 
glass, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, sport- 
ing goods, toys and games, and washing 
machines. 


KELLOGG, I4.—The Grinnell Implement 
Company, with F. L. Phipps as manager, 
has opened a store here and will carry 
the following lines: Automobile acces- 
sories, belting and packing, buggy whips, 
children’s vehicles, cream separators, 
crockery and glassware, dairy supplies, 
gasoline engines, heavy farm implements 
lubricating oils, lawn mowers, poultry 
supplies, pumps, wagons and buggies, and 
power washing machines. Catalogs re- 
quested on farm implements, gas engines, 
pumps and pump supplies, and vehicles. 


Mason City, Ia—The Mason City 
Hardware Company has. been incorpo- 
rated with a capital stock of $20,000. The 
officers are F. A. Stevens, president and 
treasurer; W. L. Clark, vice-president, 
and H. M. Sadler, secretary. The busi- 
ness is wholesale and retail and consists 
of the following lines: Baseball goods, 
bathroom fixtures, bicycles, buggy whips, 
builders’ hardware, building paper, child- 
ren’s vehicles, churns, cutlery, dog collars, 
electrical household specialties, fishing 
tackle, furnaces, galvanized and tin 
sheets, heating stoves, lubricating oils, 
paints, oils, varnishes and glass, poul 
supplies, prepared roofing, ranges and 
cook stoves, refrigerators, shelf hardware, 
silverware, sporting goods, tin shop, and 
washing machines. 


NORTHWOOD, Iowa.—K. C. Medgorden 
— —_—— out the O. O. Kaasa hardware 
stock. 





Rep OaK, Ia.—W. T. Petersen has 
bought the Maloney & Son hardware busi- 
ness. 

SHELDON, I4.—Bert Braskamp, Jr., has 
bought the F. P. Messer half interest in 
the F. P. Messer & Son hardware store. 
The new firm will continue the business 
under the name of Messer & Braskamp. 
Catalogs requested on automobile acces- 
sories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy 
whips, builders’ hardware, children’s ve- 
hicles, churns, cream separators, cut- 
lery, dairy supplies, dog collars, dyna- 
mite, electrical household specialties, fish- 
ing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, heating stoves, 
heavy hardware, home barbers’ supplies, 
lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, plumb- 
ing, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, sewing 
machines, shelf hardware, _ silverware, 
=e goods, tin shop and washing ma- 
chines. 


Sioux Crry, Ia.—The Forsberg Hard- 
ware Company has been incorporated with 
a capital stock of $20,000. C. F. Manhold 
is president and treasurer and E. R. Man- 
hold is vice-president and secretary. The 
company will carry the following lines: 
Baseball goods, bicycles, builders’ hard- 
ware, building paper, children’s vehicles, 
churns, cutlery, dairy supplies, dog col- 
lars, fishing tackle, furnaces, galvanized 
and tin sheets, hammocks, heating stoves, 
kitchen housefurnishings, lubricating oils, 
mechanics’ tools, paints oils, varnishes, 
poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, 
shelf hardware, silverware, sporting 
goods, tin shop, and washing machines. 


SLATER, Ia.—C. L. McDonald and W. W. 
Dunton have purchased a hardware store 
here and will carry the following lines: 
Bicycles, buggy whips, builders’ hard- 
ware, building paper, churns, cream sep- 
arators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing 
tackle, furnaces, furniture, galvanized and 


tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy 
hardware, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, lubri- 
cating oils, paints, oils, varnishes and 
glass, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sport- 
ing goods, tin shop, toys and games, 
wagons and buggies, and washing ma- 
chines. 


WATERLOO, Ia.—W. A. Covell & Son are 
moving their stock into larger quarters. 
The building is a corner one, located in 
the very best part of the city. The firm 
will carry a full line of shelf hardware 
and will specialize on mechanics’ tools of 
all kinds. The general lines carried are 
as follows: Automobile accessories, base- 
ball goods, bathroom fixtures, belting and 
packing, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, 


- cutlery, dairy supplies, dog collars, dyna- 


mite, fishing tackle, furnaces, galvanized 
and tin sheets, hammocks and tents, heat- 
ing stoves, heavy hardware, home barbers 
supplies, lubricating oils, mechanics tools, 
oil cloth, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, ranges 
and cook stoves, refrigerators, shelf hard- 
ware, silverware, sporting goods, tin shop, 
toys and games, and washing machines. 
Catalogs requested on general hardware. 


C.iiFTon, Kan.—Henry_E. Smies has 
bought the stock of E. E. Larimore, which 
consists of the following lines: Baseball 
goods, cutlery, furnaces, heating stoves, 
kitchen housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, ranges and cook stoves, re- 
frigerators, shelf hardware, sporting 
goods, and washing machines. Later a 
plumbing department and bathroom fix- 
tures will be added. 


Fort Scott, KAn.—The Bourbon County 
Implement Company, J. E. Dudley, man- 
ager, has opened a grain and implement 
business here. 


Lewis, Kan.—J. M. Shannon has bought 
the McCabe hardware business, which 
consists of the following lines: Buggy 
whips, builders’ hardware, churns, cream 
separators, crockery and glassware, Cut- 
lery, dairy supplies, dog collars, dynamite, 
electrical household specialties, furnaces, 
furniture, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, har- 
ness, heating stoves, heavy farm imple- 
ments, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, — 
department, poultry supplies, prepar 
roofing, pumps, ranges and cook stoves, 
shelf hardware, silverware, sporting goods, 
tin shop, toys, games, wagons and bug- 
gies. 

MERIDEN, Kan.—The T. B. Crites Hard- 
ware Company has bought the stock of 
J. F. Casebier, which consists of the fol- 
lowing lines: Belting and packing, buggy 
whips, builders’ hardware, cream sepa- 
rators, cutlery, dog collars, dynamite, 
fishing tackle, galvanized and tin sheets, 
gasoline engines, harness, heating stoves, 
heavy farm implements, heavy hardware, 
lubricating oils, paiuts, oils, varnishes and 
glass, plumbing department, pumps, 
ranges ana cook stoves, shelf hardware, 
silverware, wagons and buggies, and 
washing machines. 


SaLina, Kan.—G. K. Smith, of the Her- 
ington Hardware Company, has traded his 
farm for the Willey hardware business 
here. Mr. Smith is now in charge of the 
store. 

CoLUMBIA, Mo.—Dailey & Renie have 
opened a new hardware store here on 
Eighth street, and will carry the following 
lines: Bathroom fixtures, bicycles, buggy 
whips, builders’ hardware, churns, cutlery, 
dog collars, electrical household special- 
ties, fishing tackle, galvanized and tin 
sheets, heating stoves, mechanics’ tools 
paints, oils, varnishes and glass, prepar 
roofing, Pumps, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, 
sporting goods, and washing machines. 
Catalogs requested on custom made 
screens. 


WESTFIELD, Mass.—The controlling in- 
terest in the hardware store of James 
Bryan has been bought by the other stock- 
hoilders, F. F. Shepard, Silas C. Pomeroy, 
and Charles S. Mill. The firm will con- 
tinue the business under the name of the 
Bryan Hardware Company. The business 
is both wholesale and retail, and consists 
of the following lines: Bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, building paper, children’s vehi- 
cles, churns, cream separators, cutlery, 
dog collars, electrical household special- 
ties, heavy hardware, home barbers’ sup- 
plies, kitchen housefurnishings, lubricat- 
ing oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing, shelf 
hardware, and washing machines. 
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Shaler Safety $3.50 
Vul-Kit 


The motorist’s inexpensive 
outfit that can be carried in the 
tool box for emergency repairs 
to tubes and casings. It 
mends tube punctures and 
small casing cuts as 
perfectly and permanently 
as the most elaborate out- 
fit. Absolutely safe. Burns 














gasolene or alcohol—an 
exclusive Shaler feature. 
No watching, no regulat- 
ing; simply fill the cut or 
puncture with new rubber, 
clamp on the vulcanizer— 
fill and light the generator. 
The fuel supply is limited to 
that required for perfect vul- 
canization. You can’t overcure or 
undercure a repair. Handle always 
cool., anybody can use it. Furnished 
complete with repair material—every- 
thing but the fuel. Fully nickeled. Type 
G 32 Shaler Safety Vul-Kit, $3.50. 














A Big ae 


For Hardware Dealers! 


Here is an automobile accessory that is just 
ideal for the Hardware Dealer to sell and push. 

Home Vulcanizers for repairing pneumatic 
tires are in demand by every motorist who is 
eager to keep down his repair bills. 

No Motor Car Maker includes a Vulcanizer 
with the car’s equipment and repair shops and 
garages don’t sell them because it would kill off 
much of their repair business. It’s the chance of 
a lifetime for enterprising Hardware Dealers to 
step in and get some of this new business. Hun- 
dreds of Hardware Dealers are stocking Shaler 
Vulcanizers and are making it pay big because 
they bring customers for other Automobile ac- 
cessories. 

We are the largest manufacturers of Vulcan- 
izers in the world and make the only complete 
line made. 


=H ALE 


Vulcanizers 


Save the Tires — Save Repair Bills 


Motorists with a Shaler Vulcanizer can treble 
their mileage—save time, trouble and money and 
keep their tires in good shape all the time. Mo- 
torists pay for a Vulcanizer over and over when 
they have their tires Vulcanized at a repair shop 
and they would be glad to know where a home 
Vulcanizer can be bought. 

The Shaler line is complete for every need— 
ELECTRIC GASOLENE, ALCOHOL AND 

STEAM 
Write at once for dealers’ terms, catalog and 








free book—“Care and Repair of Tires.” 
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FOR IGNITION 


AND ALL WORK REQUIRING 


HIGH AMPERAGE 


DRY BATTERY 


POSITIVELY GUARANTEED 


FOR ALL 


OPEN CIRCUIT WORK 














C. A. SHALER CO. 


1457 Fourth Street Waupun, Wis. 


Canadian Distributor. John Millen & Son, Limited, 
Toronto, Winnipeg, Montreal, Vancouver, Victoria. 








Shaler Model “D” $12.50 


Operates from city lighting 
current. When ordering, state 
voltage of current and wheth- 
er it is direct or alternating. 
Is a safe. clean vulcanizer 
for the motorist’s own use at 
home. bles any motorist 
or chauffeur to mend tubes and 
casings perfectly, because of the 
automatic heat control—an_ exclu- 
sive Shaler feature—the exact yul- 
canizing temperature is constantly 
maintained preventing the possibility 
of overcuring or undercuring the tire. 
No watching or regulating necessary. 

ly attached to any electric light 
socket. Repairs Blow-Outs, Cuts. 
Tears, Punctures, etc. Furnished with 
ten feet of conducting cord, U. 8. 
Gov't tested heat gauge. Para Rubber, 
cement, and illustrated bock of in- 
structions. Finished in polished 
nickel. Price complete outfit. $12.50. 














A Battery Suitable for Every Use 


To the dealer who has to satisfy the demands of 

’ customers for Dry Batteries to meet the various 
trade requirements, it is very desirable to have 
a cell that can be recommended for every pur- 
pose. 


The dealer who carries the 


Red Seal Dry Battery 
Need Stock no Other 


It is guaranteed to give absolute satisfaction for 
any purpose for which a Dry Battery is qualified, 
whether gas or gasoline engine ignition, for 
operating telephone transmitters, door bells, 
medical apparatus or other open circuit work. 








GUARANTEE 


‘“‘We agree to credit account, replace batteries, 
or refund amount paid for the batteries, includ- 
ing transportation charges, if they do not prove 
satisfactory.” 





DEALER HELPS 


Write to us for printed matter with your name 
and address to mail to your customers. 


Manhattan Electrical Supply Co. 


New bag » Ps 
17 r ace 
' San Francisco, 604 Mission St. 
Factories: Jersey City, Cincinnati, Ravenna, O. 


Chicago, St. Louis, 
114 8. 5th Ave. 1106 Pine St. 
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PARK CiTy, Mont.—Burley & Sullivan 
have purchased a hardware and imple- 
ment business and will carry the follow- 
ing lines: Bathroom fixtures, bicycles, 
buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog 
collars, electrical household specialties, 
fishing tackle, furnaces, galvanized and 
tin sheets, harness, heating stoves, heavy 
farm implements, heavy hardware, home 
barbers’ supplies, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and 
glass, plumbing, pumps, ranges and cook 
stoves, refrigerators, shelf hardware, sil- 
verware, sporting goods, tin, wagons and 
buggies and washing machines. 


ASHLAND, NEB.—F. A. Mason will move 
his hardware stock into larger quarters. 
Catalogs requested on bathroom Axtures, 
belting and packing, buggy whips, build- 
ers’ hardware, children’s vehicles, churns, 
crockery and glassware, cutlery, dog col- 
lars, fishing tackle, furniture department, 
galvanized and tin sheets, gasoline en- 
gines, heating stoves, heavy hardware, 
home barbers’ supplies, iron beds, kitchen 
cabinets, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poultry 
supplies, pumps, ranges and cook stoves, 
refrigerators, sewing machines, _ shelf 
hardware, silverware, washing machines. 


AURORA, NEB.—Roy Darling has opened 
an implement business here and will carry 
the folowing lines, on which catalogs are 
requested: Automobile accessories, belting 
and packing, gasoline engines, harness, 
heavy farm implements, lubricating oils, 
mechanics’ tools, plumbing, pumps, 
wegens and buggies and washing ma- 
chines. 


DAKOTA CiTy, Nresp.—Fred Schriever & 
Company’s hardware stock has been dam- 
aged by fire. The loss is $2,000 and the 
insurance carried is $1,500. Business has 
been resumed and the stocks carried are 
the following: Baseball goods, buggy 
whips, builders’ hardware, churns, cutlery, 
fishing tackle, galvanized and tin sheets, 
heating stoves, heavy hardware, lubricat- 
ing oils, prepared roofing, ranges and cook 
stoves, shelf hardware, sporting goods, 
and washing machines: 


OGALLALA, NgEB.—E. G. Tunks has sold 
his hardware store to C. E. Bass & Co., 
J. F. Lewis is manager. 


SHELBY, NEB.—Brigham Bros. have sold 
their hardware store to the Ammon Hard- 
ware Company. The lines carried are the 
following: Baseball goods, bathroom fix- 
tures, belting and packing, bicycles, 
buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cutlery, 
dog collars, dynamite, electrical household 
specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, heating stoves, 
heavy hardware, home barbers’ supplies, 
kitchen housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, plumbing, poultry supplies, 
pumps, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, tin 
shop, washing machines. 

Utica, NesB.—Craige & Stafrin have en- 

aged in the implement business here. 
atalogs requested on automobile acces- 
sories and buggies. 


TEKAMAH, NEB.—George Baker has 


CATALOGS, PRICE LISTS AND 


LEE HARDWARE COMPANY, SALINA, KAN. 
Catalog for 1914, of the automobile, mo- 
torcycle and bicycle accessories, carried 
by the firm. The articles are classified, 
and well displayed on colored inserts. The 
book is indexed and contains 232 illus- 
trated pages. 


THE MILLERS FALLS COMPANY, MILLERS 
FALLS, Mass. Catalog No. 34. This cata- 
log lists over 33 new tools, including 
ratchet braces, sill borers or joint tools, 
hand drills, extension bit holders, breast 
drills, chain drills, hack saw frames, a 
boring machine, automatic boring tool, bit 
gauge, a power hack saw, tool holder and 
glass cutter. The catalog contains 172 
indexed pages illustrating the company’s 
complete line. 


RICHARDS-WILCOX MFG. COMPANY, AU- 
RORA, ILL. ‘“‘Door-Ways” for March, with 
a green cover showng a shamrock, and an 
article on “Hatching Out Spring Trade,” 
seasonable reminders of March 17, and 
the approaching Easter time, when the 
winter’s stress on buildings can be readily 
and easily repaired with R-W products; 
practical suggestions to dealers on the 
way to secure this trade. ‘“Door-Ways” 
will be sent free to any dealer on re- 
quest. 


THE CINCINNATI IRON FENCE COMPANY, 
CINCINNATI, OHI0.—Catalog No. 25 with 
price list. Illustrated, describing the com- 
pany’s line of plain and ornamental iron 
fence, lawn furniture and entrance gates. 
Many new designs have been added since 
the last issue; also folders explaining the 
company’s advertising service for dealers. 


bought a half interest in the E. W. Shafer 
Hardware Company. 

FILLEY, Nes.—Hubka & Hubka have 
bought the implement business of Ed. 
Wilkinson. } 

WAVERLY, NEB.—A. O. Anderson & Sons 
have opened a new hardware business 
here and will carry the following lines: 
automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, 
dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, 
furniture, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, har- 
ness, heating stoves, heavy farm imple- 
ments, iron beds, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and 
glass, plumbing, poultry supplies, pre- 
pared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, 
shelf hardware, silverware, sporting goods, 
wagons, and buggies, and washing ma- 
chines. 

WINNEBAGO, NeEB.—Morgan-Conley has 
succeeded to the hardware business of 
Swanson-Alam. 

WINSIDE, Nes.—Brune & Co. have 
bought the hardware and implement busi- 
ness of C. E. Benshoof. 

LUVERNE, N. D.—The Luverne Hard- 
ware & Implement Company has been 
formed and composed of C. A. Bonhus, 
V. Y. Severeid and N. A. Severeid. The 
new firm carries the following lines: Au- 
tomobile accessories, baseball goods, bath- 
room fixtures, belting and _ packing, 
bicycles, buggy whips, builders’ hardware, 
children’s vehicles, churns, cream separ- 
ators, cutlery, dairy supplies, dog collars, 
dynamite, fishing tackle, furnaces, gal- 
vanized. and tin sheets, gasoline engines, 
hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, iron 
beds, kitchen cabinets, kitchen housefur- 
nishings, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing, poultry sup- 
plies, pumps, ranges and cook stoves, 
sewing machines, shelf hardware, silver- 
ware, sporting goods, wagons and bug- 
gies and washing machines. 

WoopworTH, N. D.—Dirtson Bros. have 
sold the Woodworth Impiement Company 
to S. C. Satre. Catalogs requested on fur- 
niture. 

KEYPORT, N. J.—The hardware business 
formerly conducted under the name of 
the Estate of T. S. R. Brown and Estate 
of Richard R. Brown has been transferred 
to the Brown Estate Company, a cor- 
poration of the State of New Jersey, and 
in future will be carried on by that cor- 
poration. 

TRENTON, N. J.—A. M. Crook & Son have 
been incorporated with a capital stock of 
$50,000. The incorporators are A. M. 
Crook, A. E. Crook, C. E. Murray, N. A. 
K. Bugbee, W. B. Maddock, W. F. Smith 
and H. P. Margerum. Catalogs requested 
on mill and contractors’ supplies. 

CLEVELAND, O.—Newman Walbridge, 
formerly with Walbridge & Company, has 
opened a retail hardware store at 643 
Euclid Avenue. The store is in the heart 


NATIONAL ENAMELING & STAMPING COM- 
PANY, ST. LOUIS. ‘“Nesco News” for 
March, the company’s house organ. On 
page one, the announcement is made that 
“This issue is distinctly an advertising 
number, because right now news of 
national advertising to the consumer about 
Royal Granite Enameled Ware is about 
the most important piece of news we can 
send you.” The advertising campaigns 
for dealers are very fully outlined. Lan- 
tern slides for moving picture show ad- 
vertising are featured. Slide No. 2 is 
printed in colors on cardboard 5% inches 
Square, and cut up in jig-saw fashion, 
making the very popular jig saw puzzle. 
These puzzles can be distributed with 
every 25 cent purchase. If the No. 2 
slide is shown in the local moving picture 
show, it advertises the fact that these 
jig saw puzzles are for distribution. 

THE AUER REGISTER COMPANY, CLEVE- 
LAND, OHIO. The Register Book, No. 14; 
a manual for the heating trade. Several 
new lines with recently granted patented 
improvements are shown, particularly the 
1914 stamped steel register, the wall regis- 
ter boxes, the new semi-steel floor regis- 
ters and special borders, baseboard cold 
ra intakes, and exclusive cold air floor 
aces. 


THE CARTER WHITE LEAD COMPANY of 
Chicago and Omaha. “The Carter Times 
published every once in a while in the in- 
terest of good painting.”” House organ of 
the Carter company featuring its products 
with interesting articles on paints. The 
company will send free on request a mail- 
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of the retail shopping district and is the 
first hardware store to be established 
there. It will occupy two floors, 25 x 150 
feet. The lines carried will include gen- 
eral hardware, cutlery, sporting goods, 
plated silverware and housefurnishings. 
The basement floor room will be used for 
the housefurnishing departmen.. 

HoLLtoway, Ounr0o.—J. O. Helter has 
purchased property on which he will erect 
a building next year. His present quar- 
ters are too small for his growing trade. 

GRANDFIELD, OxKuia.—The Grandfield 
Hardware Company has been incorpo- 
rated with a capital stock of $6,000. The 
incorporators are J. A. Carr, H., 
Pritchard and C. O. Grigsby. 

BEAVERTON, ORE.—The Beaverton Hard- 
ware & Implement Company has been in- 
corporated with a capital stock of $5,000. 
The incorporators are L. L. Gilbert, V. E. 
Gilbert and C. E. Gilbert. Catalogs re- 
quested on 5, 10, 15, 20 and 25-cent 
goods. 

Ky.Le, Tex.—The Kyle Furniture & 
Hardware Company has been incorpo- 
rated with a capital stock of $9,000. The 
incorporators are H. C. Wallace, Ira B. 
Hay and Helen C. Wallace. 


St. ALBANS, VT.—George H. Pelkey has 
bought the hardware business of C. H. 
Hale, in whose employ he has been since 
1898. Farrar Brothers established the 
business, and in 1885 it was purchased by 
Hale & Burgess. In 1897 Mr. Hale bought 
out his partner’s interest. Catalogs re- 
quested on automobile accessories, base- 
ball goods, belting and packing, bicycles, 
buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, 
cutlery, dairy supplies, dog collars, dyna- 
mite, electric household specialties, fish- 
ing tackle, heating stoves, heavy hard- 
ware, home barbers’ supplies, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, prepared roofing, 
pumps, shelf hardware, silverware, sport- 
ing goods, and washing machines. 


SALEM, ORE.—The Ray lL. Farmer 
Hardware Company has succeeded the 
hardware department of Wade, Pearce & 
Co., and is putting in new ceilings, enclos- 
ing the posts and improving the appear- 
ance of the store generally. The stock 
carried consists of the following items: 
Bathroom fixtures, belting and packing, 
builders’ hardware, building paper, cream 
separators, cutlery, dog collars, electrical 
household specialties, galvanized and tin 
sheets, heating stoves, heavy hardware, 
kitchen housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, ranges and 
cook stoves, shelf hardware, silverware, 
tin shop, and washing machines. 


GOLIAD, ZTEX.—W. E. Neyland & Son 
are having an attractive new front put 
in their hardware _ store. Large plate 
glass windows will be provided and a tiled 
vestibule. Catalogs requested on build- 
ers’ hardware, sporting goods, mechanics’ 
tools and kitchen housefurnishings. 


WRIGHTSTOWN, WI1s.—Herman F.. Roebke 
has purchased property on which he will 
erect a new building. Catalogs requested 
on automobiles. 


CIRCULARS 


ing card 4 x 7 inches, with a brief mes- 
sage about “White Enamel” to be sent out 
by dealers to customers. 


F. E. Myers & Bro., ASHLAND, OHIO. 
Spray Pump Catalog, No. SP-14, shows 
an increase in the company’s line in the 
past year, including several new styles 
and sizes of hand buckets and barrel 
spray pumps. In addition to the descrip- 
tions and illustrations of the pumps and 
the complete price list, there is an illus- 
trated article on the necessity and proper 
method of spraying, with a list of spray 
formulas and a spray calendar, giving the 
proper time for applying different sprays, 
for combating insects and diseases of the 
various kinds of fruit trees, vegetables, 
etc. 


HAMMACHER, SCHLEMMER & Co., NEW 
YORK CITY. Catalog No. 493, entitled 
“Casters for all purposes, including fur- 
niture casters, caster cups, bed casters, 
chair tips, chair slides, piano casters, 
truck casters, furniture fenders, rubber 
head uails, ete.’”” The book is illustrated 
and gives descriptions and prices. 


PENNSYLVANIA Door & SASH COMPANY, 
PITTSBURGH, Pa. Official price list adopted 
by the Wholesale Sash, Door and Blind 
Manufacturers’ Association of the North- 
west. The book contains 210 indexed 
pages. The leaded colored art glass is 
illustrated in colors, also the parquetry 
borders and fields. Directions for meas- 
uring for sash, doors, blinds, glass, floors, 
etc., are given. 
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| || Are You Satisfied With 
Your Saw Profits ? 


Your fixed expenses go on just the same whether you 

are making a profit of twenty-five cents, fifty cents 

or even more on each Saw sale. 

Then why not sell a line of Manufacturers Brand 

Saws that pays the biggest legitimate profit and that 
| helps to build up your reputation for selling depend- 

| able merchandise? 


® 
Silver 

1 Steel V V 
are intrinsically worth more. SILVER STEEL is actually the 
finest steel that has ever been used in Saw Blades. On account 
of this fact, together with their scientific and exclusive construc- 
tion, they are in a class by themselves. A class where you need 
| fear no competition—where you can ask and receive a fair profit. 


Ask any carpenter who has used an ATKINS SILVER STEEL 


SAW. He'll tell you that they are the ‘Finest on Earth.” 
| Any Atkins Dealer can advertise his Saw stock 
| | without costing him one cent. Our co-operative 





















































methods and selling helps are a ‘“‘cinch’’ for the 
progressive merchant who wants to do some good 
effective advertising. A post card addressed to 
. our Advertising Dept. at Indianapolis will bring a 
hearty response. 

If you are not now selling ATKINS SILVER STEEL 
SAWS, there is yet time to put them in stock for 
the Spring demand. Write to-day to the nearest 
| address below and we'll tell you how and where 
to buy them to the best advantage and will interest Sue. 
| ourselves in ‘Helping You to Sell.” SAWS F 
| The Atkins line includes.not only Hand, Rip and Panel Saws, Sap uavvy | 
| but a “Perfect Saw for Every Purpose,” such as WOOD DAK, seins ee 
| SAWS, COMPASS, KEYHOLE, BACK, PRUNING, ‘oe 

BUTCHER, HACK SAW BLADES and so forth, as well as 
TROWELS, CORN KNIVES and a big line of Specialties and 
Saw Fitting Tools. Write for our catalog. 


Atkins Always Ahead! 
E. C. Atkins & Co., Inc. 


The Silver Steel Saw People 


Home Office and Factory, Indianapolis, Ind. 
Canadian Factory—Hamilton, Ont. 


Branches carrying complete stocks in the following cities. Address 


























t E. C. ATKINS & CO., Inc. 

Atlanta, Minneapolis, Portland, Ore., Vancouver, B. C. 

| Chicago, New Orleans, San Francisco, Sydney, N. S. W. 
Memphis, New York City, Seattle, 











‘ Messrs. John Shaw & Sons, Wolverhamptoa, Ltd., Wolverhampton, England, 
3 | | Agents for Great Britain. 
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“Ideas for Store Front Construction’’ in This Issue 


nardware 


TWO DOLLARS A YEAR 
TEN CENTS THE COPY 








APRIL’ 16TH,1914 
‘VOLUME 93: NUMBER 16 








What’s Happening! 


HEN we released our Spring 
campaign a few weeks ago, we 
thought we were starting out to 





gently nudge the tire trade and their 
good customers into starting some 
early activities on 


PENNSYLVANIA 


3} 


VACUUM! CU 


We casually mentioned our trebled facilities of production, 
and suggested our enlarged ability and undiminished desire 
to take care of orders. 


They Came! 


We awakened to a sudden and forceful realization that 
we were all at once right in the thick of the biggest vol- 
ume of daily business in our history, despite the earliness 
of the season. Our hopeful expectations of an encourag- 
ing response were as nothing compared to the real results. 


Pennsylvania Rubber Company, 












And every mail has brought the orders in increasing flood 
volume, steadily absorbing our output, and rapidly clean- 


ing up what little reserve stocks we had been able to 


build up. 


What’s Happening is This! 


Those who couldn’t get Vacuum Cup Oilproof safety and 
service last year, because of our inability to fill orders, 
are protecting themselves against disappointment this 
year—and the far-sighted dealers are scaling their orders 
up and getting them in early. 


Jeannette, Pennsylvania 


New York Boston Los Angeles Minneapolis Seattle 
Chicago Pittsburgh Detroit Omaha Dallas 
Cleveland San Francisco St. Paul Kansas City, Mo. Atianta 


An Independent Company with an independent selling policy 





Table of Contents, Page 51 


Index to Advertisers, Page 145 
Situation and Help Wanted and Business Opportunities, Pages 108 and 109 
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Mosler 
Plugs 


Mosler Advertising 


Sends Customers To You 


Our enormous advertising campaign for the com- 
ing season will send thousands of customers to 


Jobbers and Dealers 


For “Spit Fire” 
Spark Plugs 


Be sure you are well stocked and ready to supply 
the demand. For more than 14 years these famous 
Plugs have successfully fired the engines on the lead- 
ing cars and all who have tried them are recommend- 
ing them to others—hence the increased sale. Always 




















Demand the Plug 
With the Red ‘Tag 
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Order through your Jobber and Order Now. 

“SPARK PLUG SIZE BOOKLET’’—tThis handy little 
book enables you to easily determine the size and style of 
plug best suited for the different makes of cars and engines. 
It is free. Send for a copy. 
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“Tt Rings for a Dollar” 


OR a busy Saturday 
night, stack a window 
display of Lookout 

alarms and watch it open up 
the payroll envelopes. 

Then with your name print- 
ed right on the dial, watch 
them go out all over the town 
and plug night and day for 
your National. 

The Lookout is the young- 
est member of the Westclox 
family, the folks who make 


Big Ben.—It’s a compact little 
alarm of solid seamless brass, 
tapering from a 4-inch pol- 
ished back into a 234-inch 
ivory white dial. | 


It’s distinctive—it’s refined—it’s practi- 
cal; it can be had in either finish, polished 
brass or nickel plated or in assorted finishes 
in lots of one dozen. 


Every clock comes with a dollar tag attached, 
packed in a striking, individual box and every 
dozen in a display carton with eye catching show 
cards and colored posters. On an order for 24 
or more you can get your name printed free, 
right on the dials. Order either way—from your 
wholesaler or the Western Clock Company at 
La Salle, Illinois (Westclox). 


66c 


each in broken lots. 63c each in dozen lots. Less 2 per cent. 10 days, 
at any wholesaler’s. These prices only apply east of the Rocky Mountain line. 









































HARDWARE AGE April 16, 1914 





pc S 


=A)RED AND ¥} 
DND TRa) a; 
tS DE, 


V 


+4 
y eM «<& 


REGISTERED IN 
U.S.PAT. OFF. BY 

TRADE MARK REG. 

> 


N°64696 
Be STER, MA? 


“ 











net aA al re Te AREER De ee ann a — om a 








For Valve Work 
Around Steam Pipes 
There Is No Wrench 
Like the “COES’” 
Key-Model 
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Agents 


The “Key” that Fits 


You wouldn’t think of going home tonight and 


trying to unlock the door of your home with a key 


that wasn’t made for the lock. 


Yet many wrenches are made for valve work and 
kindred uses which are wholly unfitted for this 
service. Shun them! 


Sell the “Coes” Key-Model Wrench. It is “fitted” for 
its work. It has heavy spanner wrenches beaten to a 
standstill. It is self-contained. The key cannot come 
off. ‘The two positions for jaw straps permit of use in 
the closest places and tightest corners without trouble. 


The “Coes” Key-Model Wrench is the one the man in 
the engine room likes to “get behind.” He knows it will 
remove a corroded valve bonnet without the slightest in- 
jurye And for big hard-to-master nuts and unions on 


steam and water connections it is without an equal. 


When you sell one, we authorize you to guarantee it: 
Not to batter and jam large nuts like chain wrenches do; 
not to slip and mar nuts, and not to fail in any particular. 
We'll back you to the limit—the “stuff” 1s in it—16 rigid 
factory inspections make it safe to use, therefore safe to 
sell. 

Four sizes—28” to 7/2”. You'll find a few a mighty 
profitable investment. Let your jobber supply you, but 
look for “Coes” name on every wrench. Of course its 
‘“Imitated.” But the “imitations” don't sell. 


Coes Wrench Company 


Established 1841 in 


WORCESTER, MASS., U. S. A. 


(J. C. McCARTY & CO., 29 Murray St., New York 
1JOHN H. GRAHAM & CO., 113 Chambers St., New York 
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No More Wasted Steps 


Half the labor of wash day comes after the 


tub work is over. It’s the carrying, the rinsing, 
the wringing, the further carrying, and heavy 
lifting. Needlessly wasted steps, most of them. 


Voss Platform Power Washer 


allows the housewife to route her work, or her servant's 
work, so that not a single step is a wasted step. The soiled 
clothes go in the machine at one end and reach the other 
perfectly clean and ready to hang out to dry. From 
washer, to rinse tub, to wringer, to wash basket—in a 
straight line! Hardware and house furnishing dealers 
will find a ready sale for Voss Platform Power Washers. 

Write for our proposition at once. | 


VOSS BROS. MFG. CO. 


Davenport, Iowa 
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Send the coupon 
below for this 


free book 
the 
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Ist, a power washing machine conceded by dealers 
everywhere to be the most successful ever put on 
the market? 


2nd, the fairest, squarest, most generous agency plan 
you have ever received? 


js 



















In this book are. facts and figures to prove that this is just 
what the Coffield 1914 Proposition offers you. 


[In this book are pictured and described— 


—six new big features, six important improvements 
that make the Coffield the easiest-selling machine 
ever built, putting you far beyond competition in 
your local field; 


—a selling plan that guarantees you a generous profit 
that cannot be eaten into by repairs or replace- 
ments ; 


—an Agency Franchise which guarantees that all 
sales effort expended by you will belong exclusively 
to you; 

—a campaign to thousands of America’s most pro- 
gressive housewives; 

—a plan to help and assist you to sell the machines 
after you have them on your floor. 

You know of the 
wonderful oppor- 
tunities in the 
power washing ma- 
chine field. You 
simply have been 

waiting for the right 
machine and the right 
plan. Here they are 
—and the facts set 
forth in the book will 
prove it. Mail the 
coupon now. 
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All Built of 
Steel Except 
the Wheel No. a 


No one has time, money or patience for poor Casters. 
The Steel Gem Casters are designed to fill a long-felt 


want of the discerning consumer. 


“Steel Gem” Casters are made of high-grade stock. 









ry. ° = 4 
hey are stronger and turn easier than cast iron casters. 
Perfect material and workmanship has created a uni- 
versal demand—that’s why they cost less. There are 
large sales and good profit in them. 
We have a very attractive proposition to offer that 
will materially increase your sales—Write today. 
’ 
M. B. SCHENCK CO. 
MERIDEN, 
i 


CONN. 


No. 752 
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Boss Glass Door Oven 


Sold throughout the World. In almost every 
Country where Oil, Gasoline or Gas is used 
as fuel, you will find the Boss Oven on sale. 


Its tremendous popularity is due to the fact 
that it is first of all a good and economical 
baker. We guarantee it to bake or roast 
satisfactorily on any good oil, gasoline or 
gas stove, or “money back” without argu- 
ment. 


Its Patented Glass Door, which we guaran- 
tee not to steam up or break from the heat, 
has been a universal success. More than 
600,000 of this style are now in daily use. 


Many patented and exclusive features are 
found in the Boss. The new Hinge and Door 
Support leave the door opening entirely free 
when Oven is open. No danger of burning 
the hands or arms by coming in contact with 
wires or chains. 


New Boss Oil Stove 


Every Vital Feature in the construction of 
an Oil Stove has been carefully worked out 
in the “New Boss.” There is nothing com- 
plicated to get out of order—nothing hard 
to understand to operate it properly. 


Simple but Substantial construction has 
been adhered to throughout. The extra 
wide top gives more room for cooking uten- 
sils. The legs are strong cast iron, making 
the stove very rigid. 

Patented High Wick Limits or fingers are 
provided on the inner combustion tubes 
which are engaged by the wick when turned 
at full burning height. These fingers auto- 
matically trim the wick when chimney is 
revolved. 

The Intense Blue Flame plays right against 
the cooking utensil, giving quicker results 
and using less oil than most other stoves. 





Manufactured by The Huenefeld Company, Cincinnati, O. 
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Steel Gem Casters 


All Built of 
Steel Except 
the Wheel No. 4 


No one has time, money or patience for poor Casters. 
The Steel Gem Casters are designed to fill a long-felt 


want of the discerning consumer. 


“Steel Gem” Casters are made of high-grade stock. 
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hey are stronger and turn easier than cast iron casters. 
Perfect material and workmanship has created a uni- 
versal demand—that’s why they cost less. There are 
large sales and good profit in them. 
We have a very attractive proposition to offer that 
will materially increase your sales—Write today. 
j 
M. B. SCHENCK CO. 
MERIDEN, 


CONN. 


No. 752 
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Boss Glass Door Oven 


Sold throughout the World. In almost every 
Country where Oil, Gasoline or Gas is used 
as fuel, you will find the Boss Oven on sale. 


Its tremendous popularity is due to the fact 
that it is first of all a good and economical 
baker. We guarantee it to bake or roast 
satisfactorily on any good oil, gasoline or 
gas stove, or “money back” without argu- 
ment. 


Its Patented Glass Door, which we guaran- 
tee not to steam up or break from the heat, 
has been a universal success. More than 
600,000 of this style are now in daily use. 


Many patented and exclusive features are 
found in the Boss. The new Hinge and Door 
Support leave the door opening entirely free 
when Oven is open. No danger of burning 
the hands or arms by coming in contact with 
wires or chains. 


New Boss Oil Stove 


Every Vital Feature in the construction of 
an Oil Stove has been carefully worked out 
in the “New Boss.” There is nothing com- 
plicated to get out of order—nothing hard 
to understand to operate it properly. 


Simple but Substantial construction has 
been adhered to throughout. The extra 
wide top gives more room for cooking uten- 
sils. The legs are strong cast iron, making 
the stove very rigid. 

Patented High Wick Limits or fingers are 
provided on the inner combustion tubes 
which are engaged by the wick when turned 
at full burning height. These fingers auto- 
matically trim the wick when chimney is 
revolved. 

The Intense Blue Flame plays right against 
the cooking utensil, giving quicker results 
and using less oil than most other stoves. 





Manufactured by The Huenefeld Company, Cincinnati, O. 
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A PRACTICAL 
PRICE LIST 


In fact, we would better call it THE 
ONLY practical hardware price list. 


We refer, of course, to our monthly 
catalogue of general merchandise—*‘Our 
Drummer,’ which is generally recognized 
as America’s Price Maker in hardware. 


“Our Drummer” is best for the hard- 
ware man because its prices are guar- 
anteed, net, expressed in plain figures and 
FRESH EACH MONTH—\thus rendering 
wholly unnecessary a lot of annoying dis- 
count sheets, supplements and loose leaves. 


It is best because it can SAVE YOU 
MONEY on hardware and home goods. 


Unless you get our catalogue every 30 
days with its new goods and new prices 
you are not making all the profit you can 
make. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 


NEW YORK CHICAGO ST. LOUIS 
MINNEAPOLIS DALLAS 
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The cream of the 
cream separator 


trade goes to 
De Laval Agents 








THE DE LAVAL SEPARATOR CO. 


165 Broadway 29 E. Madison Street 101 Drumm Street 1016 Western Avenue 
NEW YORK CHICAGO SAN FRANCISCO SEATTLE 


ETc enn 


ll 


| 














Un 








mull 


= 
ih 
ih 


EMANATE 


— © 
rel 


Fr 














HARDWARE AGE April 16, 1914 








CKWIRE 


] 


Liev egcrcrre 


\ 
‘ ‘ 
— 
/ 
—~o —_- 
\ \ 


_— ~ me 
a 
—" 
_—~ 
a 
- 
— 
— 


[a es 





+} ) 
i 





W. W. POULTRY FENCE 
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WIRE CLOTH 
We have been in the market as manufacturers of Window Screen Wire Cloth and other grades 
for many years, and as our brands are well known to buyers, we believe it is needless for us to mention 
the matter of quality. We prefer, rather, for our recommendations, to stand upon the merits of the 
goods we have been putting upon the market for many years. 


HEX. NETTING 
In the manufacture of Poultry Netting we have a very large capacity, and by the most modern 
equipment in machinery and apparatus for putting the goods up, we have succeeded in placing upon 
the market a Netting of the highest grade, in either galvanized before or after weaving. 


W. W. POULTRY NETTING 
The W. W. Poultry Fencing is new in the line of poultry fence or netting. Constructed so it can 
be stretched from post to post and hang straight and tight. 


WIRE AND WIRE NAILS 
We make all grades of Wire, Galvanized, Tinned, Coppered, 
Bright or Annealed. Also all sizes and kinds Standard Wire 
Nails, in kegs and Miscellaneous Wire Nails in packages. 





Our entire line is made from open hearth steel, pro- 
duced in our own mills, where experience and science 
are applied from ore to the finished product, largely 
eliminating rusting qualities of our steel products. 














Wickwire Brothers, Cortland, N. Y. 
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~ PHILADELPHIA” 


The Mower of Excellence 


Constructed in the simplest possible manner, combining marvelous strength 
with lightness, using only the finest 


Vanadium Crucible Steel 


spiral and stationary blades, they have indeed 
earned their world-wide reputa ion by sterling @ 
worth. ‘ 
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The Original All Steel Mower. Style ‘‘A,’’ All Steel 


Since 1869 **PHILADELPHIA”?? Lawn Mowers have been the standard mowers 


all over the world. 


The **PHILADELPHIA” was the first side wheel mower made and embraced 
the basic principles upon which the style mowers of present day are built. 





The Latest All Steel Mower. 
Style *‘Graham,”’ All Steel 





18 styles of High Grade Hand Mowers and 6 styles of High Grade Horse Mowers 
are shown in their superbly illustrated Catalog for 1914. Please write for copy 
and new prices. 


There is only one BEST Mower: the “PHILADELPHIA.” 


The Philadelphia Lawn Mower Co. 


Largest Makers of High Grade Mowers in the World 


3ist & Chestnut Sts., Philadelphia, Pa., U.S.A. 
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We Hold Our Customers 


We do not try to sell to all the fifty thous- 
and hardware merchants in the United States. 
But we do please continuously our constantly 
growing part of that fifty thousand to whom 
we sell whenever Good Tools are needed. 


Month after month, year after year, we sell to the 
Same customers. Father to son, business associates 
and friends recommend our “IXL” line and service 
one to another. 


We offer you hardware merchandise of demon- 
strated quality, the courteous and far-reaching service 
of an unusually efficient organization, a sincere effort 
on our part to hold our customers through their satis- 
faction with “IXL” Tools and our Golden Rule 


methods of doing business. 


You may put your faith in “IXL” Tools, and your 
faith in them and us will be fully justified. 


Send us your mail orders. Look at our salesmen’s 
lines. 


Witte Hardware Company 
St. Louis, U. S. A. 
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Providence, R. I. 


U.S. A. 


Brown & Sharpe 
Mfg. Co. 




















HE Brown & Sharpe Line of mechanical fine 
tools have always represented the value of 
conscientious workmanship. They are 

Accurate, Handy and Durable. These essentials 
combined, stand for the highest plane that can be 
attained in the manufacture of mechanical pre- 
cision tools, and it is gratifying to note the loyal 
support that has been accorded us by the best of 
trade throughout the world for the past half 
century. | 


We are constantly adding new tools in order to 
fill new requirements, and every one embodies the 
same high characteristics that have always dis- 
tinguished our line. Write us today for our 
dealer’s proposition, it will prove to our mutual 
benefit. 

Our latest 365 page catalog will be gladly sent 
you for the asking. 


Remember—We Protect The Dealer. 
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Trimo 
TRIMO | @ & 
a \ Wrench 
ARE. 
Famous For Their 


SUPERIOR 
QUALITY 


Le RS Rd ded 








Their 
Strength, Durability 


and kconomy 


Have Made Them 


W orld-Renowned 


oy 4 oe ee 
Made By 
Trmont Mfg. Company | Trimo 
55-71 Amory Street, Pipe 
ROXBURY, (BOSTON) MASS. Cutter 





Send for Catalog No. 133 
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Vollrath Stove Reservoirs 


DO NOT SCALE 


They are the only make that 


WILL NOT SCALE 


when the Reservoir “boils dry,”’ 
and they should be in your 
line of stoves, Mr. Dealer. 


THE VOLLRATH CO. 


SHEBOYGAN, WIS. 
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—THE NEWEST AND 
BEST ALUMINUM 


‘“Swissalu” is spun ware, made from the best grade 
of extra thick sheet aluminum. 

“very piece is of distinctive design and the work- 
manship indicates extreme care in every detail of the 
making. Strong, serviceable, practical, “‘Swissalu” 
appeals to every householder who appreciates high 
grade cooking utensils. It carries the “Sterling” mark 
for this class of hardware. 





Get our illustrated catalog and form your own con- 
clusions—you'll see our point of view. 


The Geo. H. Bowman Co. 
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102, Increase So far in 1914 


Over Same Period of Last Year 


Do You Wonder Why Retailers are so Enthusiastic? a 


Just think of what this means! More dealers taking on 
the Maytag line—more profits to dealers—more people 
asking for and buying Maytag ma- 

chines. Profits are what you are @ 
after—why not sell the real profit = 
maker—the 


[ 

MAYTAG ‘a MA 

Power and Electric na Se ale 
WASHER = 


Every man likes to sell things that are popular and that will make 
satished customers. Offer your trade Maytag machines and see how 
eagerly they will be bought. The swinging wringer wins the heart 
of every woman on sight. It swings to any position quickly. 

One handle operates the stop, start and reverse of the machine. This ee a 
prevents confusion and insures safety in an emergency. There are , as 86=—lo1' 27> <r 
many more new and popular features on the Maytag that appeal to ' - 
the people in your locality. Maytag sales are growing every day. 
You can sell many of these machines easily. Write us for catalog 
and terms and our business getting sales plan. 


THE MAYTAG COMPANY 
STATION A NEWTON, IOWA 






























Maytag Electric Machine 7am 

—the only difference be- Wm? 
\aa tween it and the Power ™%% 
4 machine is the addition of f 
the motor. 
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YOUR NEED 


for a stove polish of extraordinary merit 


Is Our Opportunity 


A SHINE 


Black IN EVERY, Stove 
Silk | Polish 


ly 








Put up in 5 lb. cans for 
dealers’ use, and in do- 
mestic packages for re- 
tailing. 


Will not dry out, rust 
through cans, or freeze 
in any climate. 











Buy through Your Jobber. 
BLACK SILK STOVE POLISH WORKS Sterling, III. 
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Anchor Brand Clothes Wringers 
Will Lead in Sales in 1914 








, oR BRAND Y 
ANCE 3% WRAINSERS = 









LO 
ORDERED SNE 9. yon 8 





Here are some of the improvements which have put these well-known wringers in the lead: 
The Pressure Screws, Clamp Screws and Steel Ball Bearings are all Electro Galvanized. The Pressure 














I 
Screws and Clamp Screws are galvanized after the thread is cut. This method prevents rusting. 
You have only to show a customer an Anchor Brand Clothes Wringer, mention these features, let 
her see for herself how strongly it’s made and how easily it works, point to our 5-Year Guarantee, and 
| then name the New Price—and the sale is clinched. 
If you have not received our NEW PRICE, please write to us NOW. Our proposition is worth 
) investigating. 
Lovell Manufacturing Co., - - - Erie, Pa. 
5 


Confidential Talk About 
The Sandusky Power and Electric Washer 


We are not Sunday School Teachers, nor philanthropists, nor trying to die poor like one 
millionaire, still we want YOU to make money, because that is the only way WE can make money. 


We sincerely believe that if you will sell our washers you will make good profits. No, you 
i won't make millions, but you will add to your thousands. We know other Hardware Dealers are 
doing it. We have made a thoroughly practical washing machine, which has stood the test of use 


and time, and which is selling rapidly in quantities. 


We have put into it good, strong, serviceable material and 
thorough, careful workmanship and added important selling 
features making for convenience and efficiency. Such as 


1. A wringer adjustable in 3 positions, for rinsing tub, blue- 
ing tub and basket, as shown in Figs. 1, 2 and 3 respectively. 


2. A flat pulley for use with gasoline engine drive. 
3. An electric motor conveniently placed under tub. 
7 And other features worth examining. 

| Every washer is sold under a strong guarantee. 


Write today; it will pay you. 


7 The One Minute Washer Co. 


t SANDUSKY, OHIO, U. S. A. 
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ThePalmer Line |. 


The Palmer Hammocks are being handled 








by the most successful dealers because their. 





line is diversified enough to appeal to any 


class of customers. 





Our fabrics are made from yarn of our own 
CUT Ne 6-3-19 manufacture. Our standard frames from the 
highest grade of hard wood, lumber and tubu- 


lar steel. Every item is thoroughly tested 
Eas to Sell before shipping, therefore a customer never : 
. buys a poor hammock. 


because the Palmer Line reaches all pocket- 
books and conditions. If you will study our Taine 
Line you will readily see the great advan- XY & 


tage in selling Palmer. Write for our new 



















catalogue. 
THE I. E. PALMER CO. 
Middletown, 55 Worth Street, ee 7 va or 
Conn. New York 7 ie CUT Ne 8813 
ze eae at we = | 
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iq The Ice Tea Season will soon be ' 
Ha here. Why not anticipate t 
ti 4o your wants? 1 
is 32 No. 393. Tankard ; 








No. 393 
Ice Tea Tumbler 


A. H. HEISEY & CO. Newark, Ohio 


GLASSWARE 


MARK 
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The State 
Liability Acct 


may affect you materially. 


Our conclusions reasonably 
lead us to believe that your cus- 
tomers desire to avoid the acci- 
dents resulting from the use of 
the projecting set screws, com- 
mon in Lathe Dog design. 


Re 
100% SAFETY 


. LATHE DOGS 





The “VULCAN” Safety 
Lathe Dog prevents this type 
of accident. 

The safety feature of the 
“VULCAN” Safety Lathe 
Dog is not controlled by 
adjustments which may be 
overlooked. 

The simplicity of the 
“VULCAN” Safety Lathe Dog 
prevents misuse of any sort 
and not in any manner does its 
use menace the interests of 
either employee or employer. 


Your dealer will serve you. 


All kinds. 
Straight 
Tail 

Bent Tai 
One or 





Two Screws 


J. H. WILLIAMS & CO. 


Superior Drop-Forgings 
57 Richards Street, Brooklyn, New York City 
40 So. Clinton Street, Chicago, Ill. 




















ESSENTIAL 


The one essential thing in a 
range is its Baking Qualities. 
Always remember that, and do 
not allow useless “advantages” 
to blind your customer to this 
most important thing. 


The Model “Quality” Range 


combines unexcelled baking 
qualities with every range con- 
venience known to the trade. 
The hot-blast fire-box, correct 
proportion, and general good 
workmanship combine to make 


The Model “‘Quality”’ Range the 


one range for you. 


May we submit proof? 


QUALITY STOVE & 
RANGE CO. 


Belleville, Illinois 
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The Perfect 
Fly-Trap 


Make Easy 
Money 


With all the newspapers and so- 
cieties against the housefly, selling fly- 
traps in summer is as easy as twiddling 
your thumbs. Boards of Health and 
medical societies have put a wholesome 
fear into the minds of fathers and 
mothers and the public in general. 


This is your opportunity to turn this 
condition into gold, solid cash profits. 


Hardware Dealers found them the 
best seller last summer. If you are 
not certain send a small trial order. 
Other hardware dealers all over the 
U. S. A. are sending in big orders. 


Try it—then you won’t be sorry. 


Ludlow- Saylor Wire Co. 
ST. LOUIS Mo. 














j CORCO” 
METAL CEILING 


Are Finished with Re-Pressed Bead 
Joints and Die-Cut Nail Holes 
and save 25% or More in Cost 
of Erection 














Actual Size of the Panel Illustrated is 6x6 in. from Center 
to Center of Beads. } 


Plates, Panels, Borders, Moldings, Fillers, : 
etc., are Re-Squared on four sides and beads 
are Re-Pressed in accurately milled steel dies 
that are true to the 1-1000 of an inch. Outside 
“dots” are die-cut for easy driving of the nails. 


Dies are accurately milled to mechanically 
perfect lines. Every bead is exactly like all f} 
other beads in size, shape, depth and align- 
ment. In laying a thousand sheets the plates 
cannot run off the furring strips. They lap 
true and tight—no variation to right or left, 
up or down, forward or back. 


The nail holes register true every time, and 
ordinary ceiling nails may be started by the 
erector with his fingers only. There can be 
no open joints, which are so objectionable to 
Architect and Owner. 


Send for sample panels to prove the 
accuracy of the steel dies and the absolute 
register of the die-cut nail holes. 


WHEELING CORRUGATING COMPANY, WHEELING W.VA. 


BRANCH OFFICES AND STORES: 


NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 
Also Sales Offices: 





Ste DALLAS DENVER’ DETROIT 
QSUPA  LOSANGELES PORTLAND 
ary SAN FRANCISCO SEATTLE 
Cd ey SALT LAKE CITY 


<7 | ING ; 
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AMERICAN BRAND 


Screen Wire Cloth 
Outsells All Others 


FOR A BETTER 
GALVANIZED CLOTH 


ELECTROPLATED WITH 
SEVERAL COATINGS OF 


PURE ZINC 


LASTS LOOKS 
LONGER BETTER 


ALSO 
Galvanoid Enameled 


SEND FOR 
GALVANOID BULLETIN 
INSIST ON 


AMERICAN BRAND 
COPPER BRONZE 


(90% PURE COPPER) 


BRIGHT GALVANIZED 


BLACK PAINTED 
ALL MESHES ' ALL WIDTHS 


ROLLS WRAPPED WITH 90-ib. KRAFT 
PAPER. ENDS OF ROLLS’ REIN- 
FORCED WITH DOUBLE LABELS. 


Samples and Catalogue 
ON APPLICATION 
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AMERICAN 
WIRE FABRICS CO 
CHICAGO, ILL. 
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E present these ‘wires as the 

result of many years of ex- 
haustive research and test under 
service conditions assuring the 
greatest efficiency over the /ongest 
period of usage. 


The specifications of this wire 
are adequate for the most extreme 
requirements of indoor use in high- 
class structures as well as for the 
most exacting outdoor exposure. 


American Steel & Wire 
Company 


Chicago New York Worcester Cleveland 
Pittsburgh Denver 


Export Representative: U. 8. Steel Products Co., New York 


Pacific Coast Representative: U. 8S. Steel Products Co., San Francisco, 
Los Angeles, Portland, Seattle. 
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DEALERS! 


This Handsome 
Colored Poster 


thirteen by twenty-one 
inches, showing the entire 





Excelsior Rust Proof Fence 
line will be sent you free. 


It will decorate your 
store and boost your sales 
of Excelsior goods. 

Write tor it today and 
ask tor catalogue and 
prices. 


Wright Wire Company 
WORCESTER, MASS. 


Boston New York Philadelphia Chicago San Francisco 
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CYCLONE Sanitary Fence and Gates meet 
the popular demand for neater, more sanitary 
conditions in cities, towns and country districts. 


CYCLONE Sanitary Fence and Gates sell 
readily, please and satisfy your customers so 
that they come back to you again. 


YOU OWE IT TO YOUR BUSINESS 
to specialize on CYCLONE Fence and Gates 
and make your store the leader, the one that 
forges ahead of others. 


As a shrewd business man you know the 
great advantage to you of having the high- 


quality, nationally-advertised WAUKEGAN- 


CYCLONE line of fencing and gates to offer 


your trade. 


Original designs, even picket tops, uniform 
Spacing, deep crimped pickets, treble reverse 
twist, extra sharp bottom crimp—these are char- 
acteristics which distinguish WAUKEGAN- 
CYCLONE sanitary fence from others. They 
make for strength, beauty and durability. 


Take advantage of our offer to put ona sell- 
ing campaign in your vicinity that will get the 
fence and gate business coming to you. 


Write for illustrated catalog and our liberal 
terms to dealers. 


: CYCLONE FENCE CO., Waukegan, Il 
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“On Every Piece” 





Let one of our Silent Salesmen call 


u Our best salesman is our Silent Salesman—a sample of Guernsey- 
ware. 
Write for a visit to-day. Get the actual ware before you. 


Only when you see its beautiful color finish, its excellent material and workman- 
ship can you appreciate how much Guernsey-Ware will mean to your crockery 
department. 


Millions of women are reading about Guernsey-Ware in the leading national 
magazines, learning of the many attractive and appetizing ways it can be used. 


Hundreds of these women are walking through your aisles this week. Why not 
have Guernsey-Ware on display so that these women may make their Guernsey- 
Ware purchases from you? 


There is a nice profit in Guernsey-Ware. It’s a clean, steady line. It makes 
friends for your store—and_ keeps them. 


Write for the Free Sample and Catalog today. 


The Guernsey Earthenware Co., 27-A E. End St., Cambridge, Ohio 


Full line of samples—Bates & Ledden, 65 W. Broadway, New York City 


Guernse 


Ware 








Brown White Lined Enameled 


Copyright, 1913—lLhe Guernsey Earthenware Cuiupaiiy, 
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Piston Head Packing Rings 


have many advantages of saving power, increasing efficiency of engines, 


put 


nps, compressors, etc., and a general economy, and we want the oppor- 


tunity to lay their merits before all hardware dealers. 


Leak Proot 


Kings have no superior for packing automobi'es, marine engines, stationary 


and 
your great advantage to carry Leak Proof Rings in stock. Make your 


to 
~ in\ 


tractor engines, etc. The field is extremely large for big sales, and it is 


estigation today. 


\\ rite for prices and information. 


McQuay-Norris Mfg. Co. St. Louis, Mo. 


New 


Sq. 


Ch 


Boul 


Pitt 


Ye Y.: Suite 53, Lin oln Los Angeles: 224 Central Blidg., 6th 
Ct. 6 om and Broadwa & Main Sts. 
eago: Pde 718-719 Michie an San Francisco: 164 Hansford Bldg. 
vare { 
sburgh: 7620 Tioga St. Canada: W. H. Banfield & Sons, 120 


' Kansas City : 1504 Grand Ave. Ade laide St. West, Toronto, Canada. 
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Nature Intended 
that Man Should 
Use Plenty of 
WATER 


More water will be used, if it is easy to 
obtain. 








Deming systems of water supply store 
water under pressure where a plentiful 
supply is always in reserve. 





We can furnish the complete hydro- 
pneumatic outfit consisting of pump, 
tank, gasoline engine or motor, piping, 
etc., or will furnish separate units. 
Have you given any attention to this big 
proposition of water systems? 


Demm. 


Hand ard Power: 






Are known the world over as _ the 
‘*‘World’s Best.’’ 


They are made in a wide variety of styles 
and sizes and are suited to any water 
system that may be required. 


Our booklet “‘Deming Water Systems’’ 
will give you some valuable hints on this 
subject. 


Good profits--no stock. 





Fig. 691—‘‘Atlas’’ Double Acting Power Pump 
for Hydro Pneumatic Water Supply Systems 


The Deming Company 
SALEM, OHIO 


General Distributing Houses: 


CHICAGO: Henion & Hubbell 
PITTSBURGH: Harris Pump & Supply Co. 
BUFFALO: Root, Neal & Co. 
NEW YORK: Ralph B. Carter Co. 
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MEMBER OF 
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The Biggest Single Improvement 
Ever Made in Lawn Mower 
Construction Is The 


COLDWELL 


DEMOUNTABLE CUTTER 
For horse and hand 
lawn mowers. 





WO or more cutters go with 

each machine — interchange- 

able, like the blades of a 

safety razor. Just what hundreds of 

lawn mower users have been looking 
for. 


Golf and country clubs everywhere, 
as well as owners of country homes, 
are asking for these Coldwell De- 
mountable Cutters. 


Our catalogue describes 150 different 
styles and sizes of motor, horse and 
hand mowers. Even if you are not 
ready to place an order, it will pay 
you to send for it .and see which 
makes would best suit your trade. 
Free postpaid on request. 





COLDWELL LAWN MOWER CO., 


Philadelphia NEWBURGH,N.Y. Chicago 


| 

Mfrs. of Hand, Horse and Motor Power Lawn Mowers | 
i 

' 
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Dollars for You 
The Year ’round 


No matter how bad the weather may be for 
plastering, it’s always good weather for 
Utility Wall Board. Live contractors no 
longer worry about “dull” seasons. In 
March or September—with the thermome- 
ter 90 degrees, or down to zero—they keep 
their profits up to normal, by using and 
recommending the modern, non-porous, 
moisture-proof wall lining. 


UTILITY 
Wall Board 


THE ONLY 5-PLY WALL 
BOARD ON THE MARKET 


It’s guaranteed not to crack, check or fall 
off, if properly applied. Particularly good 
on small repair or remodelling work, where 
you can save time and the high initial cost 
of mixing plaster. Equally useful on the 
very largest installations. Utility can be 
laid right over old plaster work or nailed 
direct to the studding—no dirt, dust or con- 
fusion. This advantage, combined with its 
attractive, artistic appearance, pleases home- 
owners immensely. 





Write today for Utility Wall Board 
samples and our interesting illustrated 
wall board booklet. No obligation. 


THE HEPPES CO. 


Manufacturers also of Flex-A-Tile Asphalt Shingles 
Asphalt Paint and Asphalt Roofing in Any Finish 


4537 Fillmore St., Chicago, Ill. 
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U.S 


Sandpaper 


The 














The bigness of 
U. S. Sandpaper 
is not solely a 
matter of size; its 
bigness consists in 
its value. 


The user finds 
that every stroke 
results in results! 
U. S. Sandpaper 
satisfies the man 
it sells to. 


He buys it the 
second time, too. 
See your jobber. 
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Door Hangers and Track 


M=KINNEY — 
MFG CO. 


4 
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McKinney 


a 


NONE BETTER” 
NO.1.S5 


‘King’s Charm’”’ 


The best hinge joint door 
hanger on the market to-day. 
Its popularity has resulted en- 
tirely from its own good door 
rolling work. 


‘‘None Better’’ 


A roller-bearing hanger that 
is perfect not only in principle 
but in the way it is made and 
finished. 

See any jobber about McKin- 
ney Hangers and Track. 





‘*Keystone”’ 

A Trolley Hanger that em- 
bodies the finest points in Door 
Hanger construction, combining 


Strength, Durability and Efé- 


ciency. 
McKinney Mfg. Co., Pittsburgh, Pa. 
New York, Baltimore, London, Eng. 


Remember Our No. 2714 Line of PLATED BUTTS 
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Myers Famous Line 
of Tubular Door Hangers 











The doors of a barn are always exposed to all kinds of weather and 
subjected to rough handling. It is, therefore, very essential that these doors 
be hung on a hanger and track that will stand up under any requirements. 


The Myers Grant Door Hanger and Tubular Girder Track will positively 
withstand the severest kind of weather, the roughest handling and operate 
satisfactorily as long as the building stands. 


The track and adjustable features of the hanger are thoroughly covered 
by patents. Our Door Hanger Bookiet will give you full description and 
ten other styles. Write today for it. 


F. E. MYERS & BRO., Ashland, Ohio 
Ashland Pump and Hay Tool Works 
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rofitable Package Strips 


“Blue Steel’’ Guaranteed Strips are cut from genuine Chrome 
(mineral) tanned leather. This leather is made absolutely water- 
proof by a special viscolizing process. It is also fire-proof and as 
near wear-proof as leather can be made. 


You will appreciate the convenient way these strips are put up— 
each strip being weighed and the selling price marked thereon. No 
stopping to weigh them—no figuring up the price—you know at a 


glance. 


Also put up, cut to size, in neat single pair individual cartons 
twelve cartons ina container. The most satisfactory leather for men 
who stand and work around hot slag or on the hot plates of locomo- 
tive cabs, or in rolling mills. ‘Blue Steel’ sells well—pays a nice 
profit. 


Send for Prices and name of nearest Jobber. 


C. G FLECKENSTEIN 


INC. 
211-213 W. SCHILLER STREET 
CHICAGO, ILLINOIS 
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chance for 
wise Selection 


UUVUVAUUVEVUVOUOUUARORLU LESAGE 


Designs will satisfy every taste 
Goods are of superior quality 

Our Prices are within your reach 
Interests are mutual 
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Orders will be shipped quickly 
Customers will be satisfied 
Y our Sales will increase 


Worries will cease 
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Dover 


The Taylor & Boggis Fdy. Co. 
Cleveland Ohio 
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Bishop’s 
‘Greyhound’ 
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CTIONS speak louder than words’’— 


and so we offer the “Greyhound” on the money-back-if- 
not-satisfactory plan. 

You can sell the “Greyhound” at a greater profit not 
only because each sale pays you well, but because each 
sale creates a new sale. 

The “Greyhound” cuts better, cuts faster, cuts with 
greater ease, holds its set better, and lasts longer. 

It’s all in the “Greyhound” Steel—the product of 
years of experimentation. 

Let us give further particulars—write now. 


GEO. H. BISHOP & CO., Lawrenceburg, Ind. 









































You 
Don't 
Have to Create a Demand 


for Forstner Bits—the demand is already created. The 
thing to do is to supply the demand by keeping a stock 
adequate to meet the needs of all classes of users. 











Forstner Bits 


will do their part. They are guided by the rim, instead 
of the center, and therefore can be guided in any direc- 
tion. Tough grained wood and hard knots won’t deflect 
a Forstner Bit from its course. It bores straight—bores 
clean—leaves a true polished surface. Ask your Jobber 
to supply you. 





The Progressive Mfg. Co., Torrington, Conn. 

















7 





rag ee eae a Hey ass 


April 16, 1914 HARDWARE AGE 31 








What is and who uses 6 6% % P\R OFIT 


* 

American Steel Wool? American Steel Wool is packed in pound 

Steel Wool is a fibrous mass of steel slivers 0 and ten-cent packages. A very small invest- 
fine that it resembles curle air. e lighter ° 
grades are as soft as silk—the agg grades ment puts a §TOss of assorted grades 11) 
quite hard and springy. Each fibre is in effect stock. You get quick action and 66 2-3 per 
a ee edge-tool that slices instead of cent profit . 
scratching. . . 

Every user of every kind of abrasive—every 
carpenter, every painter, every mechanic, every We supply folders, store cards, etc. ‘ Ask 
dentist, every housewife, will use some one or your jobber or write to us for descriptive 
more grades of American Steel Wool in place rice list 
of ewe on md on Bo ga or ay — etc. p : 

American Stee ool belongs in your store— e 

American Steel Wool Mfg. Co. 


be sure it bears OUR name. 


453 Greenwich St., New York 














A Wonderful Wrench 
Different From Any Other 


Here is that New Patented Shaw Wrench that every wrench user is 
after. You will note that it is made from one piece of steel with a 
long slot. This slot gives the jaws a tight Spring Grip on rods, pipes, 
bolts and nuts. 





The grip of the 


Shaw Wrench 


is instantaneous and automatic—no adjusting required—no time 
wasted. Released instantly also. No parts to lose—nothing to break. 





Patented 
Nearly every user of the Stillson type, monkey, alligator, combination 


and flat wrenches wants it, because it will soon save enough time over 
other wrenches to return its reasonable cost many times over. 


We are advertising it to users. An immense sale is sure to follow. 
Be ready to supply customers when they ask for it. Use the coupon. 


Shaw Propeller Company 





Board of Trade SHAW PROPELLER CO., BOSTON, MASS. 
“14; Please send me Trade Prices and Full Particulars 
Building about your New Shaw Wrench. 


eeeeenevneneevn ees eevee eee eeeeeeeeeeee eee eeneeeeeeeeeee se 


Boston, Mass. | ~*” 
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WHITMAN 


Twist Drills 
Carbon and 
High Speed 





Reamers 
Carbon and 
High Speed 


you are supplied. Send for Catalog No. 82-H. 


Established 1854 









Users recognize “W & B” Tool Quality backed by 60 Years Uninterrupted Manufacturing Experience. 
Stock this established line and increase sales. If your Jobber cannot supply, write us and we will see that 


THE WHITMAN & BARNES MFG. CO. 


FACTORIES: AKRON, OHIO; CHICAGO, ILL.; ST. CATHARINES, ONTARIO. NEW YORK STORE: 64 Reade St.; 
EUROPEAN OFFICE: 49 Queen Victoria St., London, E. C., England; EXPORT SALES AGENT: A, J. Barnes, 90 West 


St., New York City. 


BARNES 


Wrenches 
Screw and 
Drop Forged 


Cotters 
Chisels 
Punches, Etc. 


GENERAL OFFICES, AKRON, OHIO 














STEEL FISHING RODS 














$.50 to $3.50 Each 
19 Different Models 





HACK SAW FRAME 





$.30 to $1.00 Each 
8 Different Models 








$.30 to $3.00 Per Pair 
35 Different Models 











Manufactured by 


Union 
Hardware 
Company 


TORRINGTON 
CONN., U.S.A. 


NEW YORK OFFICE 
99 CHAMBERS ST. 


THE PERFECTION 





MITRE BOX 
$2.50 Each 
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Stove 
Bolts 


Screws and Burrs 


Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 





EAR 
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SCREWS 


7 \e 
‘ 


We are manufacturers— 
that is our business. Quality 
; fs is our aim. We carry in stock 
i rg a full line Iron, Brass and Bronze 
J 7 gy Screws. Try our make. Be convinced 
a. ge that Bridgeport Screws are the best. 


Write for price lists and discounts. 














Bridgeport Screw Company 
Bridgeport, Conn. 
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“Just What I Want!” 


That’s what every man says the moment he spies 
Acme Corrugated Joint Fasteners. He’s sure to see 
them if you put the Attractive Display Card we send 
you in a prominent place. 


Acme Corrugated Fasteners 


make permanently tight joints in Screens, Doors, Sash, 
—" etc. Ready sellers at 15 and 10 cents per 
ox 

Two sizes: Junior Assortment, contains 50 boxes 
of 100 fasteners each, and Acme Regular Assortment 
of 100 boxes, or 10,000 fasteners. 

Ask your nearest Jobber to supply you, or write 
direct. 


ACME Steal Goods Co 


(2834- 2640 nc AVENVE. CHICAGO, ILL. 





ME CANFIELD €& CO 
JE DEAUCHAMP 


CAP OAN REP EMNTATNG MONTR 





o pat LJ = 
CABLE ADDRESS 














Ford Wrenches and 
Wrench Sets arein 
Demand— 








WALDEN-WORCESTER.. 
No.4 ComBINATION WRENCH SET 
SPECIAL FORD CAR tae | 








THE LEADING COMBINATION WRENCH SET 





Valve Grinders 
Special Wrenches 


Ford 





OTHER SETS AND SPECIAL- 
TIES FOR AUTO TRADE 





Send for Cat. No. 14 and Prices 


W alden-Worcester 


WORCESTER, MASS. 
















































TA 
UNION 


TOOLS 


A thing és perfect—or not 
perfect, Nothing can be 
erfecter than _ perfection. 

nion Tools are perfect— 
according to the highest 
known mechanical standards. 
They will meet any competi- 
tion. 























And to prove it, with each 
tool we give a guarantee to 
both dealer and user. They 
will do all that the best sm d 
will do—and more—at a rea- 
sonable price and with larger 
profits to you. 


Write for illustrated Cata- 
g. 


Union Caliper Co. 


Orange, Mass. 


U.S. A. 
UUULULISUUNSQQ00000OOUUUUENAESLEREEEOUENEUULIGLSOSOSESSEROEOOUUUUULESEASUSEOOSVEUUAL 


TIS777 |, 
One Day’s Trial 
of a 


Grant Noiseless 
Riveting Machine 


resulted in an order being placed 
for 12 more machines. 




























TVR TALUAAULELE 


TERE 


A few reasons why: 
(1) ——— Opera- 


(2) Sein Well Polished 
Rivet Heads. 
(3) Avoid Broken Cast- 


ings. 
(4) Do not Mar Sur- 
face in Riveting. 
(5) Rivet Tight or 
Loose as Desired. 
(6) Entire Riveting Op- 
eration Takes Only 
One Second. 


For the sake of quality, 
output and cost reduc- 
tion send for catalog 


e . ww 
vi > - _ = — 
eo a li ea ee I: CC IN tn a 














The Grant Mfg. and Machine Co. 


N. W.—Stn. BRIDGEPORT, CONN. 
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If you were backward about con- 
sidering the penetrating and lasting 








THE | qualities of Endurance Wood Stains, 
or the fact that they help build per- 
10443 Madison Ave, N. W. manent trade—we still have one 


reason that will appeal to you: 











(See next page) | 




















EAGLE MOP 
WRINGERS 


bear the reputation of 
being the BEST and 
will under all circum- 
stances give best re- 
sults and absolute pro- 
tection. Not with boast- 
ing pride, but with a 
feeling of satisfaction, 
we again point to our 
record—1I4 years, be- 
fore a criticizing public, and not a dissatisfied cus- 


a It is the privilege of truth to make itself Hang lt on a od oe C1 | 
The Eagle Mop Wringer 





is the original 3 roller Mop Wringer. Its tested, true Merits Where wash iS to be dried and the 
of Quality brought out imitators and intringers. An . : 
ae Hy gt 2° song as 7" —— therefore be sure beauty of surroundings retained as 
it is the “ rand you handle. There will be more - : : 
EAGLE MOP WRINGERS sold this year than ever. Get much as possible, wise women hang it 
j your share. ona “Hill.” 

The Eagle Woodenware Mfg. Co. : You will find most women wise 

Hamilton Sole Manufacturers Ohio women these days—most of them are 


ready to buy this famous clothes- 
hanging device. 


The Hill Dryer is made in several 
styles for lawns, balconies and roofs. 


Write for details at once. 


The Hill Dryer Company 


316 Park Ave. Worcester, Mass. 



































> se “\ Tubular Rivets and Bifurcated Rivet 


Rivets. + 


\ \s TUBULAR HARNESS. : TT 
\ ' sUDSON L.- THOMSON S “MANU UFACTUR ANG Packed in CARTONS, Assorted 
| Lengths 50 and 100 Rivets to | | 


Box. 12 Boxes to Carton 


TTTTTITTTy 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
Chicago Branch: 316 North Michigan Ave. 
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“FRANCO” A Flashlight of Quality “FRANCO” | 


Write for Illustrated Catalog 











Manufactured by 


506 So. Sth Avenue Interstate Electric Novelty Co. 111 New Montgomery Street 
Chicago, IIl. 29-31 Park Place, New York San Francisco, Cal. 

















The Ohio Fly Swatter 


willcoinmoney. 
Strongly made. 
Retail 10c. 
Dealers’ profit 
large. Quick 






turn over. 


Free display 


Let This Pulley 
Pull For You 


A pulley is a little thing to have pull 
trade for you; but a little thing well 
done is equal to a big thing. The Gray 
pulley is very well made; strong; and 
bound to give satisfaction in its little 
way. They come in dozen bundles 
ti and ten gross barrel lots. Ask for in- 
| formation and catalogues on other iron- 
ware specialities. 


stand with sam- 
ple order of 


dozen or more. 





ll 


Order now. 


Manufactured by 


The Gray Iron Foundry Co. The Ohio Stove Pipe & Mfg.Co. 


READING PA. New Philadelphia, Ohio 




















N O. 170 N EY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 

We make the largest line of Haying Tools in the 
world. Send for New Catalog. 


The Ney Mfg. Company 


CANTON, OHIO | 


ointeteetiieaaa 
niientedinets 
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Well just pass by the many big 


reasons why you win when you 











handle our Velvet and Superior 
10443 Madison Ave., N. W. 


White Enamels—(for the present)— 


(See next page) 























Not the same Elbow that you have been 
selling for years. Here are 


HEMP'’S 


NEW IMPROVED SUPERIOR 
ONE PIECED CORRUGATED 


ELBOWS 


the right kind— 





the best kind — 
the kind you 
j The above illustrations are to call your at- | _ 
tention to our large line of Garbage Cans. want to stock 1 
y ‘ o , oa ft 
We supply some of the keenest buyers in a or oe 
the United States and we have the PRICE build a good 


and the QUALITY for YOU, too. PROFITABLE 


Inquiry for our 1914 Garbage Can Catalogue business on this 
with prices, also our 1914 Blue & White and 
Gray Enamelware Catalogue, now ready for 
distribution, is respectfully solicited. 


line. 


Let us send you our handsome catalogue 
and price list. It will set you right. 


Federal Enameling & Stamping Co. 


PITTSBURGH, PA. HEMP & COMPANY, ST. LOUIS 




















Increase Your Tool Trade 


Benjamin Friction Drive Tool Sets will do it. 
Two of our best sellers are here shown. The 
tools are made of first-class crucible steel. 
They are perfectly tempered and can be 
changed in an instant. 

They are put up in handy and durable 
KHAKI TOOL SET ROLLS, very easily 
rolled up and carried. 

We make several styles. Good profit. Send 
for Folder and Discounts. 


BENJAMIN-SELLER MFG. CO. 
| CHICAGO, ILL. 
New York Office: 114 Liberty Street 
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Standard Auto Jacks 


They’re all single acting—lift and 


You'll find them good sellers. 
lower the car on the downward stroke only. Due to our exclusive fea- 


Cannot Drop When Loaded 


This point appeals to every car owner. All sizes. 
For simplicity, ease and smoothness of action, durability and fine 


Send for catalog and prices. 


National Standard Co., 


Successors to Cook’s Standard Tool Co, Kalamazoo, Michigan 





Niles, Michigan 
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Flashlights nail Batteries 


QUALITY GUARANTEED 


We specialize the Hardware Trade and Sell 
to the Trade only. Write for our proposition 
—1it is sure to prove interesting. 


ANGLO-AMERICAN CO. 


Manufacturers 


Pittsburgh, Pa., U. S. A. 
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A Good One from the 
Watrous - Acme Line. 


Sc reen 


Door 
Catch 


Positive 


Lock 





Furnished in Japanned Steel, or Solid 
Brass. A catch that can’t be beaten 
for quality or price. Has stood the 
test of time. 


Working model tree. 


Watrous-Acme Mfg. Co. 
DES MOINES, IOWA 


Chicago Sales Office: 180 N. Dearborn Street 





Sei eat 





























Parker's ‘ass Eclipse 


The most satisfactory, strictly high grade vise, at a moderate 
price, ever placed on the market. 

Steel faces are milled and fitted to jaws and are renewable. 
The absolute fit of the jaws is a tribute to Parker’s 75 years of 
experience. The Patented Swiveling Device is operative at all 
points and adjustable for use of left-hand workmen. 

You'll find it a vise worth selling. Send for Special Vise 
Catalog and Discounts. 


The Charles Parker Company 


N. Y. Salesroom 32 Warren St. Factories, Meriden, Conn. 
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Anybody can talk quality—the 
quality of Glidden Green Label 


Varnishes is easily proved by com- 








— parative test, however. But right 


now, were speaking of— 


(See next page) 























Universal Wringer 


SERRATE ERR ee is Bt pH RE dors artes : 


i >> he 





The Laundry Queen Rubber Rolls Extra High Grade 


Warranted 3 years for family use 








You are sick and tired reading of “best” and : EXPOSED COG WHEELS 
“quick sellers.” That is the common talk. 
Specifications, etc., in advertisements are often Malleable Iron Frame thoroughly gal- 
so condensed that they say less than the words : ‘ 
act intuiaes tan vanized to prevent rusting. Can be 
; We have a good proposition ror you,a wash- clamped to any style washing machine. 
ing machine, for electric or engine power, with 
absolutely new and exclusive selling features. bate Yous Satine 
These we want you to judge fairly, so desire 
to send you literature that gives the necessary 
information briefly—clearly and interestingly. Plain Bearings Steel Ball Bearings Size of Rolls 
We feel our request fair to both you and us. se ay No poy . : = 
Send us your name and address on a post- 
card. 


The American Wringer Co. 


Grinnell Washing Machine Co. 
New York, U. S. A. 


Grinnell, Iowa, U. S. A. 























* KING” 
COAT AND HAT HOOKS 


The strongest and neatest Wire Coat 
and Hat Hooks made. Note how the 
brace wire is fastened at both ends by 
Note also the broad bearings on both top and bottom 






twisting. 


Full hooks, preventing injury to hats or coats. 
Size Such good sellers are “King” Coat and Hat Hooks that we make 
them 1n 7 finishes. 
Cut : 
One-half gross in box, 12 gross in case. Send for Catalog and 


Discounts. 


Parker Wire Goods Co., Worcester, Mass. 


New York Office : 73 Warren Street 


(Patented) 
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Galvanized Malleable 
Boat Hardware 


We make our own castings—do our own galvanizing—handle everything from the 
pig-iron to the finished product. 

You'll find our Folding Anchors, Row Locks, Boat Hooks, Belaying Pins, Boat Cleats 
and Clothes Line Hooks very good sellers. 

We stand behind everything we make with a guarantee which protects you fully. 

Send for catalogue which shows our Complete Line. 


MALLEABLE IRON FITTINGS CO., Branford, Conn. 








} 
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. Hardware. 


Wire 
Goods 


Our complete line of Bright 
and Brass wire goods answer 
every requirement of the hard- 
ware dealer in this particular. 
Brass Screw and Cup Hooks, 
Spring Cotters, Flat Spring 
Kegs, Belt Hooks, Mill Wire 
Goods. and miscellaneous Wire 


~ 
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| Line 


HERE are a num- 

ber of salesmen who 

wish to carry a side 
line — but what line, 
that is the all-important 
question. A small ad- 
vertisement in the 
Opportunity Exchange 
Department paves the 
way to get in touch 
_— with many firms who 
ea —/  \ require such men. The 
| i cost is small compared 
with results. 


50 words, $1.00 
That’s all. 


AAA 











Send for our catalog—select 
a suitable stock and let the 
high quality and excellent de- 
sign and finish of this line aid 
in securing a good, profitable 
trade for you. 

Send now. 


E. Jenckes Mfg. Co. 
WORCESTER, MASS. 














Opportunity Exchange, 
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Getting the Right 
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f=; GRIFFIN BRACKET 
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al Always in the LEAD Aiways in DEMAND 

. THE STANDARD OF QUALITY 
sn ciniatints THE GRIFFIN MANUFACTURING Co. 17 Rest Lake &t. 
NEW YORK ERIE, PENNA, CHICAGO 


No. 340 








HOLD YOUR SALES UP 





We are the Pioneers in the Stee! Bracket business 
20 YEARS’ experience making Steel Brackets 








GRIFFIN’S PRESSED STEEL SHELF BRACKETS 











No. 340 | No. 340 
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Our Dealer Discount Proposition 


It is revolutionary—and the coupon will 
bring you full details. 


ware e868 SO SS @ 6 ee 
. 


The Glidden Varnish Company 
Cleveland, Ohio 
10443 Madison Ave., N. W. 








Name 


| 
i 

t 

{ 

I 

i 

| . . >. . >. 
That “revolutionary” Proposition interests me. Send me details. 
{ 

i Address eta 


10443 Madison Ave.,N W. | 
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| Forsture Neer qt TIPS You Can Make ’Em a Bit 
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and cheaply so rig your stock of big, heavy, 
unwieldy REFRIGERATORS as to trans- 
form them from the stay-where-you-first- 
put-’em, into get about propositions. Just 
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Harper 
Handy Caster Truck 


under each corner and they are ready to 
Rubber travel into a_ self-selling prominence. 
' : Strong, Simple, Cheap and get-able of many 
Chair Tips live Jobbers, but always of US. 
Ix di if Chicago Hardware Foundry Co. 
of six different styles and sixteen dif- 


ferent sizes in a neat showcase display North Chicago, Il. 
box.. They prevent injury to the floors 
and muffle noise without leaving a 
mark, 

Our Catalogue shows our complete 
line of rubber specialties with prices. 


Send for it. 
Elastic Tip Co. 
370 Atlantic Ave. Boston 
































| The Coleman Arc Lantern 


Useful anywhere, any time, for any kind of work, in any kind of weather 
and gives 300 candle power of strong, steady, brilliant light. Makes and 
burns gas from gasoline or kerosene. It is storm-proof and bug-proof. 
Made of solid brass, burnished and lacquered. Gives more light than 20 
oil lanterns. 





a 


: It sells on sight to farmers, dairymen, liverymen, hotel men. night-watch- 

men, etc. It is an ideal light for stable, shed or yard and for warehouses, 
basements, etc. Nearly 75% profit in it for the merchant, and every sale 
means another one. Particulars on request. 


THE COLEMAN LAMP Co. 


Coleman Arc Lantern Toledo, Ohio Wichita, Kan. St. Paul, Minn. | 





The Air-o-Lite | 
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Westinghouse Type C Elec 
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Ironing with Westinghouse Electric Iron 








ANNOUNCEMENT 








A NEW TYPE OF ELECTRIC 
HOUSEHOLD IRON, THE 
WESTINGHOUSE TYPE “E,” 
WILL BE DESCRIBED IN DE- 
TAIL IN THIS PUBLICATION, 
THE ISSUE OF APRIL 30TH. 


ADVANCE DESCRIPTION, PRICES, ETC., 
CAN BE SECURED THROUGH ANY OF 
OUR 45 SALES OFFICES. 

ASK FOR CATALOGUE SECT. DS. 502. 


IF YOU DON’T SELL OUR GOODS, WHY NOT WRITE 
IN AND GET FULL PARTICULARS? WE WILL TELL 
YOU WHAT OTHER DEALERS ARE DOING IN YOUR 
VICINITY AND SHOW YOU WHAT YOU CAN DO, TOO. 
ADDRESS DEPT. H FOR A QUICK REPLY. 


Westinghouse Electric & Manufacturing Co. 


Sales Offices in 45 American Cities 





Westinghouse Electric Travelers’ Iron 











EAST PITTSBURGH, PA. 
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WESTINGHOUSE 
ELECTRIC 








ROR RE a IT 


gE ETB ay cera gy . 








April 16, 1914 HARDWARE AGE 








_~ od “i 
aA én 
c ys 
; . = 
i ; 
aay 

ot = AV 
—_— FS 
———— : amet a 
—a — 
* t ef 
‘@# 
- a SS a i 
ld 47. 
ee ~ 





“Oh Well, I Can't Wait” 


Oh Well, I Can't Wait 


Did you ever have a customer rush in, ask for a certain sized wrench, wait impatiently 
while you almost broke your back opening end closing one heavy, stiff drawer after another, 
sweating blood, wondering where that size could be, and then have him rush off down the 
street to another store where he could get what he wants when he wants it and quickly? 

Why not adopt the modern and convenient way of handling your stock of wrenches? 


Billings & Spencer 
Wrench Display Board 


It means that any size or style of wrench your customer may desire is always 


at your fingers tips. 
It means that your line is always right up before your customer's eyes, 


impressing him with its variety and completeness. 
It means that your wrenches are always advertising themselves, always on 


display, and therefore always a reminder to your customer. 
It means that you can always tell at a glance when your stock of any style 


or size is getting low. 
It means an orderly arrangement of your stock—it means economy— it 





means more business. 
The Wrench Display Sales Board is a co-operative measure on our part to 


assist you to sell more wrenches. The board is designed to hang in a con- 
venient position back of the counter, or to stand upon the floor. It is well 
made, and handsomely finished. An ornament to your store. 


Write for full particulars—now. 
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FROM THE MAKERS 
AMERICAN SAFETY RAZOR COMPANY 


BROOKLYN 
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REMINGITON-UMC 





HE dealer has a right, of course, 
to hook up his store with any 
make of arms and ammunition he 


prefers to sell. 


Whether the men of his community 
want to buy that kind is his own con- 


cern. 


F or the growing business—the trade 
of the sportsmen who are setting the 
standards among the shooting frater- 
nity — nothing less than Remington- 


UMC will do. 
Remington Arms- Union Metallic 
Cartridge Co. 
299 Broadway, New York 


= 
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BICYCLES 











We are prepared to furnish 


Ariel, Harvard, Reserve, Adelbert and Erie Bicycles 
promptly, as we have them in stock 


NO BETTER MADE 


BICYCLE TIRES 











Special Red Tread 
Motortype 


A complete stock of Worthington’s 
Motortype, Oilproof, Thornproof, Red Tread and Special Bicycle Tires, 


as good as ever. Also the most complete assortment of 


BICYCLE ACCESSORIES 


to be found anywhere 





The George Worthington Co. 


CLEVELAND 
Established 1829 
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Cylinder Padlocks 


Strong Durable Secure Attractive 


The Padlocks for those who want the best. 


Made in several sizes and styles, with and without 
chain. 


We shall be glad to give you prices and full infor- 
mation on request. 





For Automobilists 


Nos. 948 P and 949P, with long 

shackles, securely lock the auto- 

mobile and prevent its theft. 
SALABLE NOW 


SARGENT & COMPANY 


Makers of Quality Padlocks, Locks and Hardware 
NEW HAVEN, CONN. 
NEW YORK BOSTON PHILADELPHIA CHICAGO 
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The fact that Corbin dealers are found every- 
where is evidence of the great demand that 


exists for 





OR 
SCREW PRODUCTS 


4 f a \ 
‘ 


iB 








No dealer cares to stock with a product the demand for 
which is still to be created. He prefers to handle instead 
products with an established reputation—products that 
have been before the public for years, products whose 
service record stamps them as standard in the eyes of the 


consumer. 


He prefers to handle Corbin Screw Products. 
A few of the many: 


Corbin Wood Screws 
Corbin Machine Screws 


Corbin Jack, Safety and Ladder Chains 


Corbin Escutcheon Pins 


Special Screw milled from solid bar 


Corbin Bicycle Brakes 
Corbin Motorcycle Brakes 


Corbin-Brown Automobile Speedometer 
Corbin-Brown Motorcycle Speedometer 


Write for prices, discounts and catalog. 


The Corbin Screw Corporation 


THE AMERICAN HARDWARE CORPORATION, Successors 


New Britain, Conn. 
New York 


BRANCHES: 


Chicago 


Philadelphia 
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18 61 Customers Using Heller's 
) Product all over the World 


Section 
No. 507 
93% in. long 
52™% in. high 
13% in. deep 











ideteegngenngent 

| isegedeaanmeaases 
Price 
$38.50 
Complete 


Send for Catalog of THE SHELVING WITH BRAINS 


W. C. HELLER & CO. Montpelier, Ohio 








Over 300,000 FORD Car Owners 


The LIGHTNING Auto 
Repair Kit will duplicate 
any screw thread that has 
ever needed replacement on 


a Ford Car. 


Every one of them 
needs one of these 


LIGHT LIUG 


AUTO REPAIR KITS. 


Yet it is so compact you 
can slip it into your ulster 
pocket. 


Genuine leather case. 
Original LIGHTNING 
quality taps and dies—the 
front rank screw cutting 
tools for 42 years. 


Only weighs 2% Ibs. 


Order your stock of 
them now—the Auto 





season is on. 


Sole Makers 


WILEY & RUSSELL 


MFG. CO. 
GREENFIELD, MASS. 


New York Store, 28 Warren St. Philadelphia Store, 38 N. 6th St. 
Chicago Store, 545 Wash. Bivd. 

















50 HARDWARE AGE April 16, 1914 














Fe . “wg > eee i ¥ . ' 
ages ~ ri ie i gaa tim eae ’ 
gi Steg «dle tigen MAA ty ia ce . 
a A Wea ee er 
i ME aD EB hear 8B ome a ne AAPOR eT Se ee i Bein 


(STYLE E) 





Strongest, Sharpest and Handiest 
Ever Manufactured 


Siniular in construction to the celebrated 


STANLEY HURWOOD SCREW DRIVERS 


They have a number of distinctive features 
that cannot help but attract attention. 


AN ATTRACTIVE DISPLAY STAND 


Furnished with each dozen Ice Picks 


It will pay you to investigate 
this proposition. 








STANLEY Ru_LeE & LEveEL Co. 
New Britain, Conn. U.S.A. 





STANDARD 
THE WORLD 
OVER 
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HANGERS 


When the fly 


and mosquito 
come to town on — 
hot sultry nights, — A 
sales follow the —=§ 
next day as ana- #% 
tural sequence. # 
Your screen hard- 
ware will give you 
cause for joy. 


“National” Screen and Storm | 
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Sash Hangers sell in Summer as = 
well as Winter and one set will , 
give the house-holder double ser- r 
vice. Each set comes wrapped r 
in a separate package complete 
with galvanized screws. 

A handsome working model is furnished 
free with the first order. _| 





Let us give you full particulars. Write. 


NATIONAL MFG. CO. 
STERLING, ILLINOIS 








